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HARVEY KING 


Harvey King of Portland, 
Oregon joined the Franklin 
after a short period asa 
medical technician. 
Previously he had been a 
medical student at the 
University of Oregon. 
Unsure of his sales ability 
he temporarily retained his 
technician’s position. 

1950 was his first full-time 
year with the Franklin. 


Here is the record of his 
cash earnings: 


My income surpasses my 
wildest expectations 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


If someone had told me a little over three years ago 
that I would be earning $1,000 a month today I would 
have told him to stop the wishful thinking. At that 
time I was making about $55.00 a week as a labora- 
tory technician. 


I’ll never forget the first sale I made which was a 
PPIP. The prospect liked it so well and was so ex- 
cited he actually grabbed the application from me 
to sign it. The commission from this sale was prac- 
tically the equivalent of three weeks of my salary as 
a laboratory technician. This convinced me I should 
become a Franklinite. I decided that if those con- 
tracts are that easy to sell, I couldn’t help but earn 
twice as much money with half the effort. My income 
today has surpassed my wildest expectations. _ 


As you know, I literally had no insurance experience 
at all, I didn’t feel that I needed any, with the ex- 
clusive Franklin contracts to sell. 


I can’t begin to tell you how wonderful a feeling it 
is to be associated with Franklin . . . it’s like being 
in a poker game holding a “royal flush”. . . an unbeat- 
able hand! 

Sincerely, 


Harvey E. King 


An agent cannot long travel at a faster gait than the company he represents. 


The Friendly 
pa RAN TKILIDN IIR company” 


CHAS, E. BECKER, PRESIDENT 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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STEP 


Start now building 


YOUR OWN 


Profitable Agency 
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Build with these 
PLUS ADVANTAGES 
of own Prooperilir Contract 


Expense-Free Compensation 


PLU Compensation plan is separate from expense. Over- 
writings — Ist year and renewal — are yours! 


PLU Vested Overwriting Renewals 


Easy-to-attain qualifications entitle you to your re- 
newals whether you live, die or quit. 


PLU $10,000 Preferred Risk Contract 


Competitive net cost. Attracts many new clients. 


Pp New Income Protection’ Rider 
Complete, Adjusted to every need. 


Puus New Brokerage Contract 
For life men. Top commissions, plus 1st year ex- 


pense allowance and fully vested renewals. 


PLUS Result-proved Direct Mail 
.. . and other unique sales plans, Make even new 


agents immediate producers! 


p= °<TAKE THIS STEP FORWARD TODAY 


If you’ve had successful life insurance experience 
and are 28 to 50, write for full details on our 
Prosperity Contract. Your reply will be held in 
confidence. Address — 


Russell S. Moore, Manager of Agencies 





ris 


ates 


ee 


The MIDLAND MUTUAL Like Insurance Cr, 


250 E. Broad Street, Columbus 16, Ohio 
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Outlook Is Good 
for Valuation 


Solution Next Year 


Progress Report to NAIC 
Will Be More Than 
Figure of Speech 


NEW YORK—A “progress report” 
will be all that the committee on valu- 
ation of securities will make at the Na- 
tional Assn. of Insurance Commission- 
ers meeting here next week but unlike 
many progress reports it actually is 
indicative of an encouraging amount of 
progress. 

In fact, it seems likely that for 1953 
there will be a new basis for valuing 
bonds not qualifying for amortization 
under present rules and there is reason 
to hope for something along the lines 
of a five-year moving average for val- 
uing common and preferred stocks. The 
latter would iron out the fluctuations 
in value resulting from year-end mar- 
ket prices and would make stocks much 
more popular among life companies 
than they are today, when a low year- 
end market could slice drastically into 
surplus if a company has more than a 
pretty nominal percentage of stocks in 
its portfolio. 

e e @ 

It seems reasonable to believe that 
the life companies and the N.A.I.C. 
will not have too much difficulty in 
finding a mutually satisfactory solution 
to the stock valuation problem once 
they reach agreement on the trouble- 
some matter of valuing bonds that are 
not eligible for amortization under 
present rules. 

The companies’ committee has been 
working on these problems for a num- 
ber of years but has been giving in- 
tensive attention to the bond valuation 
situation in the last year, leaving the 
stock valuation puzzle more or less in 
abeyance until the bond valuation basis 
has been taken care of. 

The companies’ approach has been 
that the new securities valuation re- 
serve will be enough to take care of 
any bond losses even though all bonds 
not in default were considered amortiz- 
able. However, the N.A.I.C. feels that 
bonds that are in trouble, but not ac- 
tually in default, should be carried at 
market. Present efforts of the com- 
panies and the commissioners are being 
directed toward screening off this rela- 
tively small fringe area of bonds so 
that all other bonds can be amortized. 

The commissioners have been show- 
ing an increasing awareness of the ad- 
visability of doing something about 
smoothing out the violent fluctuations 
in stock values that can result from 
using year-end market figures ex- 
clusively. There is a better spirit of 
understanding between the commis- 
sioners on the one hand and the com- 
pany representatives on the other. 
Each side has been learning from the 
other and while the process has taken 
much time, all hands now seem to have 
a well-rounded understanding of the 
entire problem. 

__ While common stocks are more sub- 
ject to market vagaries than preferreds, 
the preferred issues are more of a 
practical matter because they are held 
in much greater volume by life com- 
panies than are common stocks. Hence, 
the main emphasis in the stock valua- 
jos department is on preferred is- 
S. 


100TH ANNIVERSARY MOVE 


Aetna Life Capital 
Goes to $30 Million 
on 50% Stock Split 


Stockholders of Aetna Life will vote 
on the recommendation of the directors 
that the capital be increased to $30 
million. This will consist of 3 million 
shares of $10 par value and will be 
created by the payment of a dividend 
of one share for every two now held. 
The stockholder meeting is Feb. 10. 








Aetna Life Stock in Demand 


Aetna Life stock was quoted Tuesday 
at 112-114 following the announcement 
of the proposed 50% stock dividend. 
Before the announcement stock had 
been trading at about 97. 





Additional shares will be issued March 
2 to stock of record Feb. 17. At the 
same time the directors have declared 
the usual quarterly dividend of 50 cents 
and the customary 50 cent year-end 
extra, both being payable to stock of 
record Dec. 5. 

Aetna Life will commemorate its 
100th anniversary next year and the 
directors authorized a special commor- 
ative payment to employes. The older 
members of the staff will receive $100 
on the anniversary next June 15. 

Aetna Casualty and Automobile of 
the Aetna Life group voted special 
extra dividends to stockholders of 20 
cents a share, this being in recognition 
of the centenary of the parent institu- 
tion. 





Gentry Again to Be 
Ark. Commissioner 


U. A. Gentry, former commissioner 
of Arkansas who served from 1933 to 
1937, and a practicing attorney at Lit- 
tle Rock since 1937, will become Ar- 
kansas commissioner under Governor- 
Elect Cherry in January. 

Following graduation from Universi- 
ty of Arkansas law school, Mr. Gentry 
practiced at Hope, Ark., for 20 years. 
He was municipal judge there five 
years, later serving in the estate legis- 
lature for several terms and then as 
legislative secretary to the governor 
immediately before being named com- 
missioner. 





N. J. Governor Declines to 
Unseat the Commissioner 


Gov. Driscoll of New Jersey has 
turned down a petition by T. James 
Tumulty of Jersey City, calling for 
ouster of Commissioner Gaffney. 

Tumulty and George <A. West 
charged that Mr. Gaffney improperly 
authorized an increase in auto liability 
rates, that there seemed to have been 
an alteration of records and that the 
commissioner is prejudiced in favor of 
insurers. 





Passe Luncheon Monday 


Passe Club International, which is 
composed of former insurance commis- 
sioners of the U.S. and Canada, is 
having its annual luncheon at the Hotel 
Commodore Monday during the 
N.A.L.C. ‘convention. 
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Nine Occidental, Cal., 
Home Office Men 
Win Promotions 


Nine veteran employes of Occidental 
Life of California have been elected 
to new posts. 

Clarence H. Tookey, actuarial vice- 
president, was elected a director. He 
joined Occidental in 1921 and in two 
years was made assistant actuary, ad- 
vancing to associate actuary in 1936, 
and to actuary in 1942. He became 
vice-president in 1946. 

Elevated to vice-president were 
Powell E. Smith, former legal counsel, 
and A. M. Burke, former assistant 
secretary. 

Mr. Smith was a practicing attorney 
and a member of Pacific Mutual’s 
staff before joining Occidental in 1936 
to take charge of the law department. 
Last February he was named counsel. 

Mr. Burke has been in the life insur- 
ance field 23 years, 22 of them with 
Occidental. He became assistant sec- 
retary in 1939 after serving as assistant 
manager of the mortgage loan depart- 
ment. For five years he served as 
mortgage loan representative for the 
eastern half of the U. S., and in 1946 
was made assistant to the president and 
associate manager of mortgage loan 
department, becoming manager in 
1949. 

e@ @ @ 

Meno Lake, who last year was 
elected assistant actuary, was made 
associate actuary. He joined Occidental 
in 1940, became senior underwriter in 
1948 and supervisor of actuarial re- 
search in 1950. 

Elevated from associate counsel to 
counsel, A. Parker Wraith has been 
with with Occidental 11 years. He was 
made assistant counsel in 1946, and 
earlier this year was elected associate 
counsel. 

Elected assistant secretaries were 
Clyde H. Burgardt, manager of claims; 
Jackson C. Brownson, manager of 
policy change and beneficiary settle- 
ment departments; and Arthur C. 
Hoagland, manager of special billings. 

Mr. Burgardt went with Occidental 
in 1936. Mr. Brownson joined the pol- 
icyholders service department in 1946 
and was named manager of the bene- 
ficiary settlement department in 1948. 
Early this year he took on additional 
duties as manager of the policy change 
department. 

Mr. Hoagland started with Occi- 
dental in 1936, advancing to manager 
of :” special billings department in 
194 


Dr. Kendall B. Vaughan, who joined 
Occidental in 1948, was elected assist- 
ant medical director. Active in insur- 
ance medicine for more than seven 
years, Dr. Vaughan is responsible for 
the operation of Occidental’s employe 
health service and other activities. 





‘53 Ist Quarter Dividends 


of Home, N. Y., Unchanged 


Policy dividends payable during 1953 
on ordinary policies by Home Life of 
New York will be continued at the 
1952 scale. 

Payments on this scale for the first 
quarter of 1953 have been authorized. 
As soon as year-end figures are com- 
piled, dividends will be authorized for 
the balance of 1953. Dividend appor- 
tionment for 1953 will be about 9% 
more than that for 1952, primarily be- 
cause of the larger volume of insur- 
ance involved. 


NALU, LIAA, ALC | 
Reach Agreement on 
Group Limiting Plan 


To Withhold Formula 
Announcement Until 
N.A.1.C. Convention 


Agreement on a formula for statu- 
tory limitation on amounts of group 
life insurance has been reached by the 
committees of National Assn. of Life 
Underwriters, Life Insurance Assn. of 
America, and American Life Conven- 
tion that have been holding joint meet- 
ings on this problem. 

None of the three organizations is 
announcing anything on the contents 
of the formula until their governing 
bodies have met, which will not be un- 
til next week. But it will be described 
next Tuesday by the A. L. C. for the 
National Assn. of Insurance Commis- 
sioners, as the A. L. C. will have taken 
action Monday. L. I. A. A. will act 
Wednesday and N. A. L. U. on Friday. 

Agreement on any limitation at all 
constitutes a considerable tribute to 
N. A. L. U. and in particular to Presi- 
dent David B. Fluegelman, who as 
vice-president headed the N. A. L. U. 
committee that asked to have the two 
company organization appoint commit- 
tees for joint conferences. N. A. L. U.’s 
concern about the need for group limi- 
tations rose sharply when New York 
abolished its $20,000 per life limit. 

It seems likely that the proposed 
statutory limit is on a flat per life 
basis, as N. A. L. U. has taken the stand 
that it is more logical to tie the limit to 
the insured’s income. 


Rhodebeck Goes 
With American 
International Re. 


Richard Rhodebeck has been ap- 
pointed vice-president of American In- 
ternational Rein- 
surance, in charge 
of life insurance 
development. 

Mr. Rhodebeck 
resigned just last 
month as president 
of United States 
Life, a post he had 
held since 1947. 

In his new posi- 
tion, he will reside 
abroad and travel 
extensively, deal- 
ing with life com- 
panies in various 
parts of the world, 
helping them develop American life 
insurance techniques and agency meth- 
ods. 

Mr. Rhodebeck entered the life in- 
surance field in 1923 as an assistant 
cashier, was then successively agent 
and a brokerage supervisor. In 1935 
he became a general agent for U. S. 
Life, and later vice-president in charge 
of agencies. 














Richard Rhodebeck 





Imperial Life of North Carolina has 
moved into its new building at Bilt- 
more Village, Asheville. 
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Mutual Life Names 
Four Regional 
Vice-Presidents 


OTHER PROMOTIONS 
IN SALES DEPARTMENT 
ARE ANNOUNCED 


Mutual Life has appointed four re- 
gional vice-presidents for sales and 
made other promotions in the sales de- 
partment. 

The new regional vice-presidents, 
who will report to Stanton G. Hale, 
vice-president for sales, are D. D. 
Briggs, for the southern division; 
Harry B. Cadwell, for the western di- 
vision; Frank B. Jackson, for the east- 
ern division, and Edward E. Waller, 
for the central division. The four men 





D. D. Briggs H. B. Cadwell 
formerly were superintendents of 
agencies. Mr. Briggs’ headquarters 


will remain at Atlanta, Mr. Cadwell’s 
at San Francisco, Mr. Waller’s at Chi- 
cago and Mr. Jackson’s at the home 
office. 

At the same time, other appointments 
were made in the sales department. Ed- 
ward C. Danford and James B. McAfee 
have been advanced to assistant man- 
agers of sales. Mr. Danford formerly 
was superintendent of agency develop- 
ment and Mr. McAfee was manager at 
Columbia, S.C. 

Walter W. Fulmer, who has been a 
member of the field training staff, will 
be the new manager at Columbia. 

Others who were advanced include 
Ward Phelps, who becomes director of 
field relations, and B. F. Granquist, di- 
rector of agency office operations. 


e e e 

Mr. Briggs joined Mutual in 1931 as 
an agent at Meridian, Miss. He was ad- 
vanced to manager at Jackson in 1940, 
and was promoted to superintendent 
of agencies in 1945. 

Mr. Cadwell joined the company as 
an agent in Colorado. After army serv- 
ice in World War I, he resumed his 
life insurance career and in 1932 he 
was appointed manager at Pueblo. In 





F. B. Jackson E. A. Waller 


1937 he established an agency at Oak- 
land, Cal., and was manager there for 
five years. In 1942 he was advanced to 
a supervisory post at the home office, 
and a year later promoted to super- 
intendent of agencies. He is a past 
gee of Pueblo Life Underwriters 
ssn. 


Mr. Jackson has been with Mutual | 


Life since 1934, when he became an 
agent at Erie, Pa. After one year at 


the home office from 1942 to 1943, he 
was appointed acting manager at 
Philadelphia while that unit was being 
organized. In 1944 he went to St. Louis 
as manager and four years later was 
advanced to superintendent of agen- 
cies, with headquarters at the home 
office. 

Mr. Waller has been in life insurance 
since 1928 and with Mutual Life since 
1931. He joined the company as an 





E. C. Danford J. B. McAfee 


agent at Savannah, advancing to a 
home office post as a member of the 
field training staff in 1942. Two years 
later he was promoted to manager at 
Oklahoma City and in 1948 was named 
a superintendent of agencies. He is a 
past president of both the Oklahoma 
City and Savannah Life Underwriters 
Assn. and an organizer and past vice- 
president of the Georgia association. 
Mr. Danford has been with Mutual 
Life since 1935 when he started as an 
agent in Ohio. Resuming his life in- 
surance career after air force service 
in the last war, he was appointed a 
member of the field training staff at 
the home office in 1946, and a year 
later was advanced to manager at 


Cleveland. Last year he went to the 
(CONTINUED ON PAGE 16) 


Benner Foresees Economic Climate 
Favorable to Successful Life Sales 





Optimism concerning the economic 
future of the United States, with the 
intimation that life companies and 
agencies will share in it, was expressed 
by Dr. Claude Benner, president of 
Continental American, at the New 
York City C.L.U. chapter meeting. 

Cuts in defense spending may be 
made. However, he pointed out that 
a cut of $15 billion, which would prob- 
ably be the maximum, will be small 
compared with a total national income 
of about $350 billion. 

The backed-up need for schools, 
roads and hospitals, among other 
items, has developed a tremendous 
spending potential. He said that when 
this is released the economy will have 
an added anti-depression force. 

The tremendous population § in- 
creases in the last 12 years have re- 
sulted in an increased potential market 
which the production facilities of the 
United States will be able to handle, 
he said. 

He described the production poten- 
tial as the “dynamic force” the nation 
needs to continue to grow. Added to 
this the future opened through the use 
of atomic power means the best days 
for United States economy lie ahead. 

Tending to offset these is the fact 
that nowhere is the amount of deferred 
demand and scarcity as great as that 
which existed after the second war. 
In addition plant capacity has been 
increasing tremendously. He added 
that private debts have increased and 
liquid assets have dropped since the 
second war. 

Because new dealers were never able 





<The 
COMMONWEALTH 


Commentary 


Back and Forth 
Swings the Pendulum... 


There are good times and bad times. Periods of depres- 
sion are succeeded by periods of inflation. Political 
leadership swings from one party to the other. Stocks 


and bonds go up and down. 


But through it all Life Insurance calmly goes on its 
appointed way—the soundest investment in the world, 
a bulwark of financial strength, not only to millions of 
individuals but also to the economic system of America. 


Selling life insurance is not a job—it’s a mission! 
Life Insurance is not a business—it’s an institution! 


Insurance in Force, November 1 — $595,175,426 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE © LOUISVILLE, KY. 





to lick the depression without the 
help of war economy, he said that it 
was almost natural for them to pre- 
dict there would be eight million en- 
employed in this country following the 
second war. 

These same theorists are predicting 
that there will be a depression when 
the peak of defense spending is reach- 
ed and it levels off. Dr. Benner warned 
that while this will be a crucial time, 
he doesn’t agree with their pessimis- 
tic predictions. At that time coopera- 
tion by everyone will aid in solving 
any economic difficulties. 

Dr. Benner predicted that Eisen- 
hower’s administration will not serve 
any particular groups of persons but 
will serve the best interests of the 
nation. 

Dr. Benner warned that neither 
taxes will be reduced immediately, 
nor will there be a change in the for- 
eign policies of the new administra- 
tion, though after the first year taxes 
may be reduced. 

Any period of readjustment in the 
economy will not be as severe as 1929, 
he said. He predicted there would be 
nothing like the bank failures, de- 
faulted mortgages, and all the other 
tragedies of 1929-33. It will be more 
of a movement to stop business infla- 
tion. 


South Carolinians Conclude 


Insurance Day Seminar 


A capacity turnout of South Caro- 
lina agents attended the Insurance Day 
seminar, sponsored jointly by the state 
association of life underwriters and 
aaa of South Carolina at Colum- 

ia. 

The program featured discussions of 
new sales techniques and ideas, and 
the affects of recent government 
trends. 

Speakers and their topics were Cecil 
Woods, president Volunteer State Life, 
past president A.L.C., “Your Policy- 
holder, Mr. Important Citizen”; Henry 
R. Glenn, associate general counsel 
L.I.A.M.A., “The Function of Life 
Trade Associations in Relation to Gov- 
ernment,” and Lawrence J. Doolin, 
manager of agencies Fidelity Mutual 
Life, “Growing in 1953”. 

Also, John D. Marsh, vice-president 
N.A.L.U., “Selling Life Insurance in a 
Socialized Economy”, and Earl M. 
Schwemm, manager Great-West Life, 
a “Sales Ideas for Today’s Mar- 

ets”. 

W. Walter Smith of Metropolitan, 
Rutherfordton, N.C., covered “Three 
Essentials of Successful Selling” at the 
banquet following the seminar. 

W. S. Hendley, Jr., president South 
Carolina association, presided. 


Three New LIAMA Members 


Elected to membership in the Agency 
Management Assn. are three new 
member companies: Inter-Ocean, La- 
mar Life and Standard Life Assurance 
of Canada. 


Fort Wayne C.L.U. Elects 


Fort Wayne (Ind.) C.L.U. chapter 
has elected Allan K. Shackleton, assist- 
ant superintendent of agencies of Lin- 
coln National Life, as _ president. 
George Carey, Northwestern Mutual, 
is vice-president and Bernard Niezer, 
O’Rourke & Co., secretary. 


Hear Hoefflin at U. of Wash. 

The Insurance Society. of University 
of Washington at a meeting at Seattle 
heard Walter Hoefflin, general agent 
there for Pacific Mutual Life, discuss 
the qualifications necessary for success 
in the life insurance business. 
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NEW BOOK FOR EXECUTIVES 





“Re-thinking “ Needed to Make Fullest 
Use of Electronic Computers’ Potentials 


By ROBERT B. MITCHELL 

NEW YORK — The new electronic 
computers can do much for the life 
insurance business but they won’t come 
even close to fulfiilling their real po- 
tential unless their use is accompanied 
by a comprehensive job of “re-think- 
ing” that will modify or eliminate 
many existing procedures that have 
been made obsolete—at least in their 
present form—by the availability of 
electronic equipment. 

This is the lesson for life company 
executives in the new book, “Automa- 
tion,” by John Diebold, according to 
W. R. Cunningham of the J. Owen 
Stalson Co., management consultant 
organization, New York City, who be- 
cause of his long experience in home 
office reorganization work in life in- 
surance was asked by THE NATIONAL 
UNDERWRITER to comment on the value 
of the book to life insurance people 
seeking to make the most effective use 
of the new machines, 
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In applying the new electronic brains 
business men generally—not just life 
insurance executives—tend to become 
engrossed with mechanizing present 
methods rather than scrutinizing the 
methods to see whether they shouldn’t 
be altered or dropped entirely in order 
to get the most out of the new ma- 
chines, according to Mr. Diebold and 
Mr. Cunningham. It’s somewhat as if 
automobile manufacturers in the 1920s 
had tried to devise an automatic paint 
brush operated by compressed air in- 
stead of using the air to spray the 
paint, eliminating the brush entirely. 

The tendency, says Mr. Diebold, is to 
“decorate obsolete processes with new 
gadgets.” 

“Re-thinking is an attitude,” says 
Mr. Diebold in his book. “It is an abil- 
ity to get outside of a new problem 
that seems insoluble and approach it in 
a new and perhaps wholly different 
way .:.”™ 

As an example of what might be 
done in a life insurance home office, 
Mr. Cunningham mentioned storage 
and utilization of information currently 
filed in policy register books or cards. 
The entire policy register file could be 
recorded on electronic memory drums 
or tape or wire spools. The informa- 
tion would be available almost instan- 
taneously, in marked contrast to the 
time now necessary when data are 
needed with a policy change. 

e e e 

To one not familiar with electronic 
equipment, the first question that 
comes to mind is what if the record 
should be inadvertently erased from 
the electronic memory? The answer 
is that the recording medium is so in- 
expensive and compact that two re- 
cordings can be made as readily as one. 
As for errors, experiments made by 
the Bell Telephone system have shown 
that mistakes are far fewer with elec- 
tronic records than where the tradi- 
tional system, with greater opportun- 
ity for human errors, is employed. 

_ Mr. Cunningham, whose experience 
includes the reorganization and admin- 
istrative direction of a dozen home of- 
fice departments at Prudential, believes 
that every life company senior officer 
should read the Diebold book. It is 
not technical, he points out, and it will 
provide the background for the kind of 
thinking — and “re-thinking” — that 
needs to be done if the life insurance 
business is to get the most out of elec- 
tronic equipment. 

Mr. Cunningham estimates that in 
departments where repetitive proce- 


dures are involved savings can run 
easily to 30% and more. He believes 
that companies in the $300 million to 
$400 million in-force range can gain 
especially from well thought out mec- 
hanization based on original, imagina- 
tive, creative thinking, because so many 
companies in this size range are just 
now moving in the direction of mech- 
anization. 

Recognizing the difficulty of stimu- 
lating open-minded, creative thinking 
even among people who sincerely con- 
sider themselves progressive, Mr. Cun- 
ningham suggests that the most effec- 
tive results can be obtained in a life 
company if the chief executive, after 
having his officers read the book, will 
ask each of them to report on the book 
in writing, giving his comments for or 


against its contents as they might ap- 
ply to the operations of his department. 

The president would then ask each 
executive to draw up a sort of sketch 
blueprint indicating the basic objec- 
tives of his department, without regard 
to traditional procedures or even sta- 
tutory requirement. Thinking should 
be directed to “What are we really 
trying to do?” It would be found, says 
Mr. Cunningham, that many proce- 
dures are there “because we’ve always 
done it that way” or because state law 
requires them. Many of them exist in 
their present form because in a pre- 
electronic era they were about the 
only way the matter could be handled. 


Statutory requirements can often be 
changed when a new and better way of 
supplying information is offered. 

Not only is custom hard to overcome 
but the normal reaction of any execu- 
tive, up and down the line, is to resist 
any change that will result in his be- 
ing in charge of fewer subordinates. He 
won’t usually acknowledge it openly, 
and perhaps not even to himself, but 
the fact is that he’d rather be in charge 
of a lot of pretty dumb people than a 
few very smart machines. 

Another basic difficulty is that top 
management can’t base its decision on 
first-hand investigation but must de- 
pend on people down the line. But 
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these people have usually been steeped 
in the othodox, traditional procedures. 
Even though they try hard, it is diffi- 
cult, perhaps imposible, for them to 
think in terms of dispensing with these 
procedures and creating something en- 
tirely different that would produce the 
same end-result. 

An example of the needed type of 
thinking is what preceded the receipt- 
on-request plan that has come into 
quite general use after some rather 
hesitant experimenting a few years 
ago. Some executive, fascinated with 
the possibilities of electronic com- 
puters, might have worked out an in- 
genious system for sending out pre- 
mium notices and automatically and 
electronically sending back the receipts 
when the remittances came in. But 
actually there was no need for sending 
receipts, except on request, so why not 
eliminate them as a routine process? 

Mr. Diebold, author of “Automa- 
tion,” is a management consultant. 
While a graduate student at the Har- 
vard business school he led the re- 
search group that published the widely 
read report, “Making the Automatic 
Factory a Reality,” that has created 
international interest in the idea of an 
automatic factory. 

The book sells for $3 and is pub- 


lished by D. Van Nostrand Co., New 
York City. Copies may be obtained 
through The National Underwriter Co. 


R. L. Taylor Named 


Tenn. Commissioner 


i Fee tei NASHVILLE—Gov. Browning has 
Vs. American Farmers Litigation appointed Robert L. Taylor, Memphis 
Edward Jacobson of Snell & Wilmer, attorney, as insurance commissioner to 
Phoenix attorneys representing Amer- fill out the unexpired term (approxi- 
ican Farmers in its contentions with mately one month) of M. O. Allen, who 
Director Day of Illinois, has written died last Friday. Mr. Taylor will take 
THE NATIONAL UNDERWRITER that any over Dec. 8. He has had no insurance 
reference made to Sterling Ins. Co. of experience, but is widely known as a 
Chicago in a letter that was quoted in prosecutor. 
the Oct. 23 issue was not intended to 
reflect upon Sterling. The letter was to 
Roger W. Hayes, states attorney of Mc- 
Donough county, where Director Day 
has brought suit asking a aeeenee 
inj i i rican ers 
tose leper ll = “ilinois. Mr. LINCOLN—Insurance Director Lor- 
Jacobson said that American Farmers €2 Laughlin of Nebraska did not re- 
has secured its business in the state Ceive a November check because his 
“in a fashion similar to the method "ame was stricken from the state pay- 
used by Sterling Ins. Co. of your state, roll for November by Auditor Johnson. 
namely, by advertising.” In his letter _ Laughlin has an action before the 
to THe NATIONAL UNDERWRITER he says SUPreme court to determine the effec- 
that “the difficulties of the American tive date of higher pay provided for 
Farmers in Illinois are in no way con- his office by the legislature. 
nected with Sterling Ins. Co., and if we _,J9 April, Johnson was out of the 
or any of our representatives have in Office when Laughlin added the in- 
any way reflected upon Sterling it was ets OP Pay cored to toes 
tartindiemnininenainidinnnineniinsni auditor’s office and Laughlin received 





Sterling Not Involved in IIl. 





Neb. Insurance Director 
Is in Tangle Over Pay 





distant countries. 





: U. S. LIFE... 
| A Better Life to Live! 


| America’s faith in the future and desire for world 
| progress are shown by our generous aid to many 


$500 more than the auditor believed he 
was entitled to. 

So Johnson is seeking to keep his 
books balanced by withholding the en- 
Nae November pay from Laughlin of 

416. 

Johnson said the remaining “over- 
payment” will be deducted in Decem- 
ber. 


1952 Healthy Year in U.S. 


Metropolitan Figures Show 


America’s health was excellent dur- 
ing the first nine months of 1952, ex- 
perience among Metropolitan Life’s 
industrial policyholders shows. The 
death rate during the period was 6.6 
per 1,000 policyholders, which, despite 
Korean war losses, is the same as in 
the prime health year of 1951. Only 
once before, in 1950, was a lower rate 
—6.4 per 1,000—recorded for the pe- 
r 





iod. 

One outstandingly favorable aspect 
of 1952 health has been the decline in 
tuberculosis mortality. For the nine- 
month period the death rate from 
tuberculosis was 14.6 per 100,000 pol- 
ieyholders, which is a drop of one 
fifth since last year and of nearly a 
third in the past two years. 





In the search for international peace and individual 
prosperity, the people of the United States are helping 
the economic recovery of many countries (1) by raising 
standards of living, (2) by enabling free nations to pro- 
tect their independence, and (3) by assisting individuals 
to protect their liberty. By helping others we help our- 
selves make U. S. Life ... A Better Life to Live. 


x <% «+ 


From a single source United States Life offers a comprehen- 
sive portfolio of insurance plans . .. a full line of life policies 

. complete Group insurance coverage including welfare 
plans for employees and unions . . . special group plans for 
small firms . . . Accident, Health, and Hospitalization cover- 
age for every disability need. 


ns 


h F- The 
United States Life 
INSURANCE COMPANY 
In the City of New York 


Diseases of the heart and circulatory 
system and cancer, which together 
account for 70% of all deaths, regis- 
tered approximately the same death 
rate as in 1951, with diabetes showing 
a small decrease in mortality. 

The death rate from accidents is 
“moderately” higher this year than 
last, according to the statisticians. 

Death rate from enemy action in 
Korea was 2.6 per 100,000 policyhold- 
ers, substantially lower than the 5.8 
per 100,000 rate for the same nine- 
month period of 1951. 





Nutt Louisville Speaker 


High taxes and low interest earnings 
make it difficult for the average man 
to build an estate through savings, 
Hal L. Nutt, director of the Purdue 
course, told a meeting of General 
Agents & Managers Assn. of Louisville. 

He presented life insurance as the 
only method by which the average 


salaried man may assure himself of 
an estate. 





“The Search That Never Ends,” a 


84 William Street, 
New York 38, N.Y. 





public service radio series currently 
being presented over Mutual Broad- 
casting system with the guidance and 
cooperation of the Institute of Life 
Insurance, is now heard over approxi- 
mately 370 of the network’s stations. It 
is concerned with the latest medical 
achievements. 


Return Travis Wallace 
as S.M.U. Institute Chief 


Travis T. Wallace, president of Great 
American Reserve, has been reelected 
president of the Institute of Insurance 
Marketing at Southern Methodist Uni- 
versity. 

Since the first class was held in No- 
vember, 1946, a total of 973 men have 
attended the five-week basic course 
and 478 have gone on to complete 
senior courses, according to Bert Jaqua, 





Vernon Singleton, left, and Travis T, 
Wallace, shown at the election meeting 
of the S.M.U. institute. 


who was reelected vice-president and 
director. Men representing 138 com- 
panies from 39 states, Hawaii, Canada, 
Mexico and Guatemala have attended 
the institute. 

Other officers are: Vice-president, 
Ford Munnerlyn, vice-president and 
agency director of American General 
Life; secretary-treasurer, L. Mortimer 
Buckley, general agent, New England 
Mutual Life; executive committee 
chairman, Vernon Singleton, vice-pres- 
ident, United Fidelity; vice-chairman, 
O. Sam Cummings, Kansas City Life. 





Fidelity Mutual Boosts Agent 
Commissions, Compensation 


A new Fidelity Mutual Life field 
contract, effective at the first of the 
year, will provide larger commissions 
for the second and third policy years, 
and increased compensation for the 
fourth, fifth, and sixth years. 

Starting with 50% graded first-year 
commissions, the contract will provide 
10% graded renewals for the second 
and third years, and 5% graded renew- 
als and 2% service fees for the fourth, 
fifth, and sixth years. The service fee 
will follow each year thereafter. 





Weichel Joins Merriman in 
Scranton Consulting Firm 


R. J. Weichel has resigned as asso- 
ciate actuary of Girard Life of Texas 
to become associated with the firm of 
R. Merriman, consulting actuaries ef 
Scranton, Pa. Mr. Weichel was vice- 
president and secretary of Scranton 
Life which was taken over by Girard. 
Mr. Merriman was president of Scran- 
ton Life. He and Mr. Weichel are 
brothers-in-law. 





George Peery Leaves Virginia 
Department for D.C. Post 


WASHINGTON—George Peery has 
resigned as deputy commissioner of 
Virginia to become casualty actuary of 
Government Employees Ins. Co. of 
Washington, D. C. He had been with 
the Virginia department since 1934 
except for an interval in 1949-51 when 
he was with Textile Ins. Co. of High 
Point, N. C. 





Hartford Fire and Hartford Accident 
have elected George F. B. Smith a 
director. He is executive vice-presi- 
dent of Connecticut Mutual Life. 
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Rumor J. Edward Day 
to Be Prudential 
Associate Counsel 


Reports were circulating extensive- 
ly in Illinois insurance circles this week 
that J. Edward Day, the lame duck in- 
surance director of that state, will be- 
come associate counsel of Prudential 
when he leaves state office. Mr. Day 
declined to comment on this, however. 





Cancer Children’s Enemy, 
Northwestern Nat'l Says 


Cancer kills five times as many chil- 
dren under age 15 each year as does 
diphtheria, nearly three times as many 
as meningitis, and twice as many as 
either tuberculosis, polio, influenza, or 
whooping cough. Nearly half the 
deaths in the under-15 group are 
among children below 5 years of age, 
says a warning from Northwestern 
National Life. 

Though far fewer cases of cancer in 
children are encountered than of any 
of the other diseases mentioned, the 
fatality rate is extremely high, in part 
because parents usually do not sus- 
pect its existence in children, and in 


ecutive director of agencies; Harold G. 
Paff, general manager and actuary; 
Norman E. Burns, associate sales man- 
ager, group annuity, and Harry E. 
Wilkinson, director of agencies. 

Jack Boone, assistant director of 
agencies, and Robert M. Morris, man- 
ager of field training, conducted the 
closing sessions on recruiting and spe- 
cial agency problems. 





Continental Assurance Buys 
Entire Chicago City Block 


Continental Assurance has purchased 
an entire block of near north side 
property in Chicago for ultimate devel- 
opment as a multimillion-dollar prod- 
uct. The block has an area of 130,800 
square feet. 

Boyd N. Everett, vice-president and 
treasurer, said Continental “intends to 
develop the land for commercial pur- 
poses consistent with the general 
character of the area.” He added, how- 
ever that he did not believe it feasible 
to develop the property, which would 
begin with condemning it and wreck- 
ing the old buildings in the block, until 
a multi-level parking garage planned 
by the city is completed. Mr. Everett 
declared that the area can’t stand more 
comm rcial building without adequate 
parking facilities. 

Continental’s purchase was made for 
an undisclosed sum from the Sisters 





Glenn Tells Function of Life Trade Assn.; 
Treats 213, 5. S., Federal and State Tax 


Henry R. Glenn, associate general 
counsel of Life Insurance Assn. of 
America, spoke on “The Function of 
Life Insurance Trade Associations in 
Relation to Government” at the life 
insurance day seminar held Dec. 5 at 
Columbia, S. C., and sponsored jointly 
by the University of South Carolina 
and South Carolina Assn. of Life Un- 
derwriters. 

Confining his remarks to the activi- 
ties of National Assn. of Life Under- 
writers, Life Insurers Conference, 
American Life Convention and Life 
Insurance Assn. of America, Mr. Glenn 
said in the vast field of state and 
governmental activity, the trade as- 
sociations mentioned have the major 
responsibility for following all matters 
which relate to the business of life in- 
surance and the welfare of its policy- 
holders. It is also their function to in- 
sure that representations on behalf of 
the business will be made before leg- 
islative committees and administra- 
tive agencies of government showing 
the reasons why proposed actions 
should or should not be taken. This 
responsibility is largely discharged 
through the cooperation of company 
representatives and the agency forces 


in each jurisdiction, he asserted. 

Beginning on the state level of gov- 
ernment where the detailed regulation 
of the insurance business takes place, 
the speaker pointed out that literally | 
thousands of statutes have been en- 
acted by the several states dealing with 
taxation of the insurance business and 
the detailed regulation of its affairs. 
He mentioned some of the statutes as 
concerning premium, income, inheri- 
tance, and other taxes, reserve re- 
quirements, investments, qualification 
standards for agents, and policy provi- 
sions including nonforfeiture and loan 
values. 

In the field of state taxation Mr. 
Glenn explained its direct bearing on 
the cost of insurance and the value of 
benefits to policyholders and benefici- 
aries and said that life insurance pre- 
mium taxes alone imposed at the state 
level amounted in 1951 to $135 mil- 
lion. He said that it is important that 
a company, as far as possible, be able 
to offer the same rights and privileges 
to all insureds wherever they may re- 
side so that equality and equity among 
all life insurance policyholders is pro- 

(CONTINUED ON PAGE 15) 
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| “THE CHRISTMAS 
CANDLE 


—tiny in illuminating power, yet in many 
ways the most penetrating light in the 
| world. For those who would alter the 
| meaning of American freedom, that 
: glowing flame stands as a symbol of 
| renewed faith in our Creator and in our 
inalienable right to life, liberty and the 
pursuit of happiness. 


May the light of the Christmas Can- 
dle shine on you and yours, wherever 
they may be, and may we join with you 
in joy and thankfulness for our many 
blessings in this great land of ours.” 
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Relief for Agents 
Still Possible 
Under Section 213 


NEW YORK—An informal visit at 
N. A.L.U. headquarters in New York 
gives the visitor the impression that 
there is still hope of getting some legis- 
lative relief for agents from the re- 
strictions of the New York expense 
limitation law, in spite of the fact that 
the legislative session is imminent and 
that no meeting of the minds has yet 
been found between companies, agents 
and the New York department. 

Queried by THE NATIONAL UNDER- 
WRITER, B. N. Woodson, N.A.L.U. man- 
aging director, expressed the personal 
feeling that the principal problem con- 
tinues to be in the differences of 
viewpoint between the industry on the 
one hand and the New York depart- 
ment on the other, but he is hopeful 
that these differences can be resolved. 
There are also differences between the 
companies and the agents but here the 
gap is not wide and it is certain that 
the differences can be compromised. 

Asked about N.A.L. U.’s attitude on 
the cardinal question of separation of 
agents’ commissions, Mr. Woodson 
said: “N.A.L.U.’s position is one of 
trying to keep a completely open mind 
on every point, which of course is the 
position we expect of other parties to 
the discussion. For our part we are 
eeking the solution to a problem, and 
are not wedded to any one course. 
Presently we think it probable that any 
solution which would be satisfactory 
to N. A. L. U. would need to provide for 
separation of agents’ compensation 
from other limits expressed under the 
law, although of course we acknow- 
ledge the possibility that some satis- 
factory middle course may be ad- 
vanced by some resourceful thinker. 
Still another alternative is the possi- 
bility of an ‘either-or’ provision which 





. conceivably could be made to meet the 


needs of the several different view- 
points represented.” 

The “either-or”’ type of provision 
was also mentioned by E. J. Moorhead, 
associate actuary of New England Mu- 
tual Life, in the course of leading a 
panel discussion on agents’ compensa- 
tion at the L.I.A.M.A. meeting in 
Chicago. He was quoted in THE Na- 
TIONAL UNDERWRITER for Nov. 21 as 
saying that the strongest objectors to 
separation are companies that contract 
solely with their general agents and 
that perhaps such situations could be 
taken care of by an “either-or” type 
of law, permitting companies to choose 
whichever type of limit is appropriate. 


U. S. Life Ups Hoogenboom 


Aart Hoogenboom has been appoint- 
ed field supervisor in the agency de- 
partment of United States Life. 

Mr. Hoogenboom entered insurance 
in 1942 with Phoenix Mutual Life as 
an agent at New York City. In 1949 he 
joined New England Mutual in New 
York as a supervisor. He is an army 
veteran. 








Texas Life Elects Grove 


Lloyd L. Grove has been elected 
vice-president and agency director of 
Texas Life. Mr. Grove, who has had 20 
years in the life insurance business, 
was with Western Reserve Life, which 
merged with Great National of Dallas, 
also as vice-president and agency di- 
rector. 





Welch Joins Pan-American 


Pan-American Life has appointed 
Faydell Welch as general agent at 
Painesville, O. 

Mr. Welch has been in insurance 
for 22 years, 18 of these in supervisory 
and managerial capacities. He is a 
graduate of the Purdue course and the 
L.I.A.M.A. school. Mr. Welch’s ex- 


perience includes service as supervis. 
or of northern Ohio for Midland 
Mutual Life, manager of Cleveland 
and northeastern Ohio for Common- 
wealth Life, and as an insurance coun- 
selor and broker specializing in estate 
analysis and programming in addition 
to general agency work at Cleveland 
and in northeast Ohio. 


Bailey to Occidental, Cal. 
John _W. Bailey has been named 

general agent of a new Occidental Life 

= California agency at Galesburg, 





A veteran of 14 years in the insur- 
ance field, Mr. Bailey was formerly a 
supervisor for Massachusetts Mutua] 
at Galesburg and for 12 years was 
agent and supervisor there for Connec- 
ticut Mutual Life. A veteran of the 
last war, he is a past president of 
Galesburg Life Underwriters Assn. and 
a former chairman of Illinois Quarter 
Million Dollar Round Table. 





Better Farrington’s Status 


New England Mutual Life has ap- 
pointed George D. Farrington general 
agent at Albany, N. Y. He has been 
manager there since 1947. 

Mr. Farrington entered life insur- 
ance in 1934. After nine years of ex- 
perience both in home office and in 
field selling and management, he join- 
ed New England Mutual at Philadel- 
phia before army service in the last 
war. After discharge, he served as 
supervisor at Newark. 





]. Henri Goguen Heads 


New England Congress 


J. Henri Goguen, L’Union Saint- 
Jean-Baptiste d’Amerique, was elected 
president of the New England Fra- 
ternal Congress at the annual meeting 
at Woonsocket, R. I. Other officers 
elected are: 1st vice-president, Kasi- 
mir I. Kozakiewicz, Polish Roman 
Catholic Union; 2nd_ vice-president, 
Charles E. Rainsbury, Royal Arcanum; 
and _ secretary-treasurer, G. Myron 
Savage, New England Order of Pro- 
tection. 

Directors are Louis E. Caron, Cath- 
olic Order of Foresters; Helena V. 
Sawyer, Degree of Honor Protective 
Assn.; Ralph J. Wheeler, Massachu- 
setts Catholic Order of Foresters; Pat- 
rick F. Gorman, New England Order 
of Protection; Adolphe Robert, As- 
sociation Canado Americaine, and 
Euclide Gilbert, La Societe des Arti- 
sans. 

A forum on field work was con- 
ducted by Mr. Wheeler. 

A memorial resolution was adopted 
on the death of John P. Stock, past 
president of National Fraternal Con- 
gress. Delegates also endorsed the 
bloodmobile project of the National 
Fraternal Congress, and adopted a 
resolution commending the retiring 
president of New England Fraternal 
Congress, Anibal S. Branco, Portu- 
guese Continental Union. 

E. R. Deming, Jr., assistant secretary 
Unity Life & Accident, was the ban- 
quet speaker. 

EDWARD R. WILLIAMS, 83, a 
charter member of Fraternal Reserve 
Assn. when it was organized at Osh- 
kosh, Wis. in 1902 and supreme treas- 
urer until it merged with the Equit- 
able Reserve of Neenah in 1930, died 
at Oshkosh. He had been a trustee 
and member of the finance committee 
of Equitable Reserve since the merger. 

MERRITT W. VORIS, 70, Michi- 
gan state manager of Ben Hur Life, 
died at Detroit of a heart ailment. 
His father, the late Ed Voris, was one 
of the founders of the association. Mr. 
Voris had been with Ben Hur more 
than 40 years and was a member of 
the executive committee. 





J. Peter Devine, general agent of 
Occidental Life of California, has been 
appointed program chairman for St. 
Paul’s annual winter carnival which 
opens in January. He has been active 
in carnival affairs for several years. 
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Insurance Target of 
Government: Trend 
Should Be Checked 


Insurance, like government, is an 
agency which places at the disposal of 
the individual the fruit of the re- 
sources of the many and hence it is 
perhaps not surprising that those most 
eager to advance the function of gov- 
ernment have looked upon insurance 
as a tempting target, said Governor 
Lodge of Connecticut at the Insurance 
Federation of New York luncheon. It 
was attended by 1,500. 

Government consistently seeks to in- 
vade territory served by private effort, 
unless properly checked, he said. The 
national election results should be vast 
encouragement to the insurance indus- 
try, he said. The people have expressed 
their own quiet instinct for a return 
to the virtues which for the better part 
of a generation men in high places have 
chosen to belittle and traduce. 

However, he continued, to be fair 
about it, both government and business 
are the imperfect products of imper- 
fect human beings. Therefore, business 
needs government regulation occasion- 
ally. But controls should not embody 
harassment and abuse. Business should 
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not wantonly be deprived of large seg- 
ments of its independence. 

He praised the willingness of insur- 
ance people to give their time and ef- 
fort to good causes outside of their 
business. He spoke highly of the work 
being done by a committee of four in 
Connecticut on the question of off-the- 
job disability insurance. 

Governor Lodge said thatfor the sake 
of equity and justice several states 
should move toward greater standard- 
ization of laws affecting business. He 
offered to help the insurance industry, 
at the interstate level if the industry 
will give him a bill of particulars. 

He expressed doubt concerning the 
validity of the criticism to the effect 
that the insurance industry is over-con- 
servative. “Your industry must by its 
nature proceed slowly and cautiously,” 
he said. At the same time, he feels the 
question which every intelligent insur- 
ance man will want to ask himself is 
whether with the maintenance of these 
high standards the industry is at the 
same time realizing its full potential 
to grow and to meet the changing needs 
of society. 

Superintendent Bohlinger of New 
York and Jesse W. Randail, president 
of Travelers, also were on the program. 





Durkin on Union Labor Board 


Martin P. Durkin, president of the 
Plumbers & Steamfitters International 
Union, AFL, who has been appointed 
Secretary of Labor by General Eisen- 
hower has been a director and execu- 
tive committee member of Union Labor 
Life since 1943. William F. Schnitzler, 
new secretary-treasurer of the AFL, 
is also a director and executive com- 
mittee member of Union Labor Life. 


R. T. Herz Opens Own Office 


Robert T. Herz, former Chicago sales 
and advertising consultant, and until 
recently with Reserve Life of Dallas, 
has established his own offices there at 
5850 McCommas Avenue to handle ad- 
vertising and sales promotion for in- 
surance companies. 

While he plans to serve business in 
general, special attention will be given 
insurance companies, not only in Tex- 
as, but elsewhere in the U. S. 








Observe Paper's 25th Year 


“Mutual Beneft Life,” home office 
newspaper of Mutual Benefit, marked 
its 25th year of publication at a silver 
anniversary luncheon attended by 
members of the paper’s staff and edi- 
torial board, company officers, presi- 
dents of employe clubs and represen- 
tatives of the publication’s printing 
and engraving firms. 

Speakers included President John S. 
Thompson, H. G. Kenagy, vice-presi- 
dent in charge of public relations, and 
Harry H. Allen, second vice-president 
and secretary in charge of personnel. 


J. R. Hand Gets SBLI Post 


James R. Hand has been appointed 
to the new office of executive secre- 
tary of Savings Bank Life Insurance 
Council in New York. There are now 
40 issuing and 26 agency banks in the 
system. 

Mr. Hand for 4% years has been 
executive secretary of Group V Public 
Relations Bureau, representing the 36 
savings banks in Brooklyn, Queens, 
Long Island and Staten Island. Before 
that he was a public relations counsel. 








Columbian Nat'l Winners 


The Weiss agency at Syracuse, N. Y., 
and the Quinby agency at Boston, fin- 
ished one-two in the Columbian Na- 
tional Life annual President’s Sales 
Campaign. Quotas were surpassed by 26 
agencies; eight grand prizes were pre- 
sented, and 30 producers received per- 
formance awards. 


Public Relations Angle in 


Direct Placements: Shanks 


HOLLYWOOD BEACH, FLA.—Pros 
and cons of direct placements of se- 
curities issues were discussed by Presi- 
dent Carrol M. Shanks of Prudential at 
the annual meeting of Investment 
Bankers Assn. of America here. Mr. 
Shanks said he was somewhat puzzled 
by the suggestion that direct place- 
ments would magnify the problems of 
life companies with defaulting corpor- 
ate borrowers during a general busi- 
ness recession of serious proportions. 

He pointed out that there is a public 
relations angle involved, whether 
placements are direct or via public of- 
fering, and that “all indications seem to 
me to point to easier, quicker and bet- 
ter handling of problems in the case 
of direct placements as compared with 
issues involving countless holders.” 





New Equitable Directors 


Equitable Society has elected three 
new directors: A. R. Barnes, chairman 
of Mayo Clinic, Henry T. Held, chan- 
cellor of New York University, and 
Richard H. Mansfield, vice-president 
of Rockefeller Brothers. 


Life Men Woo Fire Agencies 
at Cal. Agents Convention 


Something new was added at the 
convention of California Assn. of In- 
surance Agents at San Francisco. Life 
insurance agencies are beginning to 
give attention ot the possibility of fire 
and casualty men writing life insur- 
ance and two companies put on ex- 
hibits during the convention. They 
were New England Mutual Life, with 
two general agents jointly in atten- 
dance, They were David S. Kamp, San 
Francisco, and Frank W. Dedman, Oak- 
land. The other exhibit was Great- 
West Life with Geo. L. Trees, San 
Francisco manager, in charge. 


Contribute to Building Fund 


The 17 members of the Advanced 
Underwriting Council of Northwest- 
ern Mutual Life, at their meeting in 
Chicago, unanimously endorsed the 
memorial building fund of the Na- 
tional Assn. of Life Underwriters and 
enrolled as “charter builder” contri- 
butors to the fund by contributing $100 
or more each. The council is a study 
group whose members come from 
many cities. 











The Berkshire “Graded Premium Preferred Life” policy is 
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tionally low premium and builds up slowly to keep pace 
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Ist Year 50% of ultimate rate 
2nd Year 60% of ultimate rate 
3rd Year 70% of ultimate rate 
4th Year 80% of ultimate rate 
5th Year 90% of ultimate rate 


6th and subsequent years level 
at the ultimate rate 


AN ESPECIALLY ATTRACTIVE COMMISSION SCALE FOR FIRST SIX YEARS 
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ket-size Merchandise Chart which lists the many 
sales opportunities offered by this Company. * * * 
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We're Trying on Our New Clothes 


Readers who think they spotted a dif 


ference in the typographical appearance 


of this publication needn’t feel their eyes are playing tricks on them. In the 


course of moving to another printing 


plant, THE NATIONAL UNDERWRITER has 


changed its body-type face to one considered more legible than the one it 
formerly employed and many of the headline types are now different from the 
former ones. Readers will notice a greater use of italic type where bold-face 


formerly would have been used. 


It may seem at first that a bewildering variety of headline types is being 


employed but that’s just a temporary 


condition, due to experimenting in an 


effort to obtain a pleasing appearance that will be neither stodgy nor a hodge- 


podge. 


When this has all been worked out we hope to be appearing in typographical 
raiment that is conservative yet lively and above all easy to read. 


A Film That All Can Promote 


“From Every Mountainside . .”, New 
York Life’s Technicolor motion picture 
which was shown to many agency ex- 
ecutives and others at the L.I.A.M.A. 
annual meeting in Chicago, will be 
available for general distribution early 
next year and we think that most of 
those who have seen it will agree that 
agents of other companies as well as 
those of New York Life, of course, can 
do a good job for the entire business 
of life insurance by promoting the 
showing of this film to the widest pos- 
sible audience. 

The picture is a 33-minute sugar- 
coated indoctrination on the need for 
life insurance protection. Moreover, its 
impact is not just on the mind but on 
the emotions. It implants a new regard 
for the life insurance business and the 
life insurance agent. And, what is im- 
portant from the viewpoint of the non- 
New York Life agent, the plug for New 
York Life is about as restrained as it 
can be and still be appropriate to a 
company rather than a purely insti- 
tutional film. The agent is identified 
as a New York Life agent but there 
is no intimation that he is especially 
anointed because of that or that he 
and his company can do anything for 
the public that other good companies 
can’t. 

The fact that New York Life’s name 
gets into the film shouldn’t deter the 
field men of other companies from 


promoting the showing of this after the 
present period, during which New 
York Life agents have exclusive show- 
ing rights, has elapsed. A famous 
mayonnaise manufacturer is credited 
with saying of a promotion campaign 
that if mayonnaise sales were boosted 
he knew he’d get his share, no matter 
whose names were hooked up with the 
publicity. If a film like “From Every 
Mountainside . .” makes the public 
more receptive to the life insurance 
story, it’s going to help all life insur- 
ance companies and agents, not just 
those of the New York Life. 

Another angle to think about is this: 
Technicolor film like “From Every 
Mountainside -’ costs perceptibly 
more than shooting a reel of Koda- 
chrome in your 8 mm. Bell & Howell. 
The popularity of “From Every Moun- 
tainside. . .” could well be a powerful 
and perhaps deciding factor in deter- 
mining whether other life companies 
will go in for professionally filmed 
color movies aimed at promoting 
greater public acceptance of life in- 
surance and the agent. 

So the more widely the New York 
Life film is shown, the wider will be 
its impact, not only on the public but 
on other life companies that might fol- 
low suit with equally valuable contri- 
butions to the much-needed process of 
paying the way for the agent with the 
public. 


Good Place to Start Improving Mortality 


The death of William C. Opfeman, 
42, of 22 Sayre street, Elizabeth, N. J., 
brought to an even 50 the deaths on 
the New Jersey turnpike during its 
first year of operation. It is grimly 
ironical that a large share of the fi- 
nancing of the turnpike came from 
life companies. Life companies are 
of course vitally interested in prevent- 
ing deaths and injuries but the com- 
panies that backed the New Jersey toll 


road unwittingly lent their support to 
a real killer. 

Of course, existence of the New 
Jersey turnpike can hardly be blamed 
for all of the 50 deaths, but statistical 
evidence is rapidly accumulating to 
the effect that these high-speed super- 
highways are a menace to life and 
limb to an extent that seriously offsets 
their value in speeding up traffic. 

A few months ago we suggested edi- 


torially that the institution of life in- 
surance actively interest itself in curb- 
ing traffic deaths. We suggested that 
the companies concentrate on some 
one area where the death rate has 
been particularly bad and by research 
and the promotion of safety measures 
attempt to drive down the death rate. 

In view of the alarming number of 
fatalities on the New Jersey turnpike, 
it seems as if that might be an excel- 
lent place to start. In the light of life 
company financing of the highway, 
as well as the general interest that life 
companies have in reducing mortality, 
it would seem doubly appropriate for 
the life companies to use the New 
Jersey turnpike as a proving ground 
to show what can be done when an in- 
terested and sizable segment of the 
public—meaning the life companies— 
mobilizes its forces and makes use of 
its collective know-how in the art of 
getting things done. 

Naturally, there can be no criticism 
of life companies for financing the 
New Jersey turnpike or any other toll 
road for the normal supposition would 
be that by eliminating traffic bottle- 
necks and providing a well-engineered 
roadway there would be fewer acci- 
dents and deaths rather than more. In 
fact, the overwhelming proof that su- 
per-highways are  super-death-traps 
has come as a recent and appalling 
realization. Engineering, once thought 
of, along with the other two “E”’s— 
education and enforcement—as pretty 
important in controlling highay acci- 
dents, has proved to be of doubtful and 
perhaps even negative value unless 
there is a corresponding increase in 
education and enforcement. Without 
that, no matter how safe engineering 


may attempt to make the conditions, 
some moron will always be found who 
will drive too fast for them. 

According to the Institute of Life 
Insurance, automobile deaths in the 
United States resulted in the payment 
of $53 million for the first nine months 
of 1952. This is at the rate of about 
$70 million a year. As the institute 
points out, it is equivalent to the com- 
bined death toll from influenza, ulcers, 
appendicitis, homicides, polio, chil- 
dren’s contagious diseases and war 
deaths. Considering how many of the 
traffic fatalities result from ignorance 
of safe driving rules and particularly 
from a shockingly lax attitude toward 
enforcement of law, it would seem that 
the life insurance business has an op- 
portunity for the conservation of life 
far overshadowing anything else to 
which it might turn its hand. 

If through ingenuity, imagination, 
aggressiveness and resourcefulness the 
life companies can do something real- 
ly effective about cutting the death 
toll on the New Jersey turnpike they 
would win widespread public recog- 
nition and more than that would 
doubtless be encouraged to attempt 
similar improvements elsewhere. 

Naturally, all of this has to be done 
in cooperation with other organiza- 
tions, official and unofficial, that are 
trying to do something about the trag- 
ic automobile death toll. But the ad- 
vent in this endeavor of an influence 
so large, selfless and highly respected 
as the life insurance business should 
have, in addition to its own value, 
a stimulating and heartening effect on 
the many other organizations that are 
now fighting a tough battle and making 
discouragingly slow headway. 








PERSONAL SIDE OF THE BUSINESS 





Henry Marshall, Berkshire Life gen- 
eral agent, is 
newly named 
vice-president of 
the company’s 
S. S. Wolfson 
agency at New 
York City. Mr. 
Marshall, whose 
appointment was 
reported last week, 
previously was 
branch manager 
of the Wolfson 
agency and only 
last January was 
appointed general 
agent at Brooklyn. 
He is a past president of the Brooklyn 
branch of New York City Life Under- 
writers Assn. 

W. T. Grant, chairman and founder 
of Business Men’s Assurance, was hon- 
ored with a party at the home office 
Nov. 28 on the occasion of his birthday. 





Henry Marshall 


The ceremony was broadcast to all of 
the company’s employes over a public 
address system. Those participating in- 
cluded J. C. Higdon, president, R. B. 
LeBow, president of the home office 
organization, and Mr. Grant. 


Joe C. Carr, Nashville local agent 
and former secretary of state, has been 
appointed by Governor-elect Clement 
to serve as liaison officer between his 
organization and the legislature in ar- 
ranging for the inauguration in Janu- 
ary. It is reported that Mr. Carr was 
given the refusal of the insurance com- 
missioner’s post but declined to leave 
his agency. 

Otto Krueger, former North Dakota 
commissioner, was elected to Congress 
in the Nov. 4 election. 

In a full-page advertisement in the 
Nov. 17 issue of Time magazine, North- 
western Mutual Life featured a large 
portrait of David B. Fluegelman, agent 
for the company at New York City, 
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congratulating him on his election as 
president of National Assn. of Life Un- 
derwriters. The company commended 
N.A.L.U. for its many contributions to 
life insurance. 


Raymond W. Simpkin, agency vice- 
president of Con- 
necticut Mutual 
Life, has observed 
his 35th anniver- 
sary with the 
company. Starting 
shortly after grad- 
uation from Loom- 
is Institute, Myr. 
Simpkin worked 
in the accounting, 
auditing and claim 
departments  be- 
fore becoming 
agency assistant in 
1928. Six years 
R. W. Simpkin later he was ap- 
pointed assistant superintendent of 
agencies, then in 1946 agency comp- 
troller, in 1949 assistant vice-president 
and in 1950 agency vice-president. He 
has been active on several L.I.A.M.A 
committees, and has been chairman 
of the committee on costs. 


J. Peter Devine, general agent of 
Occidental Life of California, has been 
appointed program chairman for St. 
Paul’s annual winter carnival which 
opens in January. He has been active 
in carnival affairs for several years. 


Carrol M. Shanks, president of Pru- 
dential, chairman of the United Appeal 
campaign of Newark, Irvington and 
West Hudson, received a plaque in 
recognition of his service from Presi- 
dent John S. Thompson of Mutual 
Benefit Life, president of the Welfare 
Federation of Newark. 


Miss Carylyn Becker, daughter of 
President Charles E. Becker of Frank- 
lin Life, and Mrs. Becker, was crowned 
queen of the 1952 Beaux Arts ball at 
Springfield (Ill.) by George E. Drach, 
state senator. She will rule over her 
subjects of the Springfield art asso- 
ciation and Springfield’s social season. 

Robert Merriman, consulting actu- 
ary of Scranton, Pa., and Mrs. Merri- 
man have returned from a two-month 
holiday abroad. 





Ralph R. Lounsbury, president of 
Bankers National Life, has been ap- 
pointed to the salary stabilization board 
of the economic stabilization agency. 


Herbert O. Fishback, vice-president 
of Northern Life of Seattle, is now at 
his home after being confined to the 
hospital for many weexs recovering 
from the effects of a bad fall during 


the convention of Washington State 
Assn. of Insurance Agents. He is gain- 
ing steadily in strength and is given 
assurance by his doctors that he will 
be as good as ever eventually. 


Henry F. Chadeayne, controller of 
General American Life, was elected 
president of Grand Jury Assn. of St. 
Louis. The group is comprised of per- 
sons who have served as members of 
grand juries and who are interested in 
the advancement of the grand jury 
system. 


A. H. Thiemann, assistant vice- 
president of the New York Life, par- 
ticipated in the business and industry 
panel of the Public Relations Society 
of America at its annual meeting in 
Washington. Topic was “Blueprint of 
a Public Relations Program.” 


Ralph H. Kastner, associate general 
counsel of American Life Convention, 
has marked his 30th anniversary with 
that organization. 


George L. Hamlin, agency vice-pres- 
ident of Guarantee Mutual Life, has 
been elected president of the Omaha 
C.L.U. chapter. 


Robert Dodson, Pittsburgh general 
agent for General American Life, has 
been elected a director of Kiwanis 
Club. 








Boston Mutual Leaders Feted 


Boston Mutual Life honored 77 field 
leaders at a reception and banquet at 
Boston. President Jay R. Benton made 
the presentation of awards. The com- 
pany shield for the best district per- 
formance for 12 months was presented 
to Manager Joseph White of the Bos- 
ton agency, and the president’s trophy 
for top district honors in a recent four 
months campaign was awarded to 
Haverhill’s Manager Laurence P. Ack- 
erson. 





Stricter License Exams Urged 


Travis county members of the Texas 
legislature said they are in favor of 
stricter requirements for licensing 
agents. This view was expressed to Life 
Managers Club of Austin, Tex., which 
entertained the legislators last week. 





Metropolitan Life has sold for $1 
million the Edith Rockefeller McCor- 
mick mansion in Chicago. The land- 
mark, which was purchased by a syn- 
dicate for development, was acquired 
by the company on a mortgage fore- 
closure in the late 1930’s. 


DEATHS 


OBSERVATIONS 





E. PARKER WAGGONER, 71, for- 
mer president of the old Buffalo Mu- 
tual Life, died at Buffalo. He started 
in business as an office boy at 13 for 
the old Masonic Life, which later be- 
camae the Buffalo Mutual Life. He 
worked himself to the top, serving 
successively as chief clerk, assistant 
secretary, superintendent of agents, 
district manager and president in 
1933. He was president until the com- 
pany merger in 1936. 


Mrs. CLARA KRAMER KENDALL, 
whose husband, Harry R. Kendall, is 
chairman of Washington National of 
Evanston, Ill., died at her home at 
Evanston. : 


MALCOLM O. ALLEN, 61, Tennes- 
see insurance commissioner since 1949, 
died at Vanderbilt hospital, Nashville, 
from complications following an oper- 
ation and illness of several weeks. Not 
expecting reappointment under the 
new governor, Mr. Allen planned to 
return to his agency at Newport after 


N. Y. C. a City of Conventions 


New York City during the fore part 
of December is undergoing one of its 
more concentrated periods of insur- 
ance activity. 

Several organizations are holding . 
conventions there which are of the 
category that attract insurance men 
from throughout the U. S. and Canada. 

National Assn. of Insurance Com- 
missioners is staging its midyear meet- 
ing Dec. 7-11 at the Hotel Commodore. 
The remaining meetings are scheduled 
for the Waldorf-Astoria hotel. The an- 
nual convention of Life Insurance 
Assn. of America is set for Dec. 9-10; 
the annual conclave of Institute of Life 
Insurance for Dec. 11, and the gather- 
ing of Assn. of Life Insurance Council 
for Dec. 12. 


No Tears for Oscar Ewing 
While Mrs. Oveta Culp Hobby, who 
has been selected for federal security 


administrator in the Eisenhower ad- 
{CONTINUED ON PAGE 16) 
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GUARDING A WAY OF LIFE 


Even though our contribution is small compared with 
the life insurance industry as a whole, we are proud of the 
part we have been permitted to play in guarding a way of 
life for thousands of American families. 


Life insurance is a free institution. It continually re- 
futes the idea that individuals cannot provide for them- 
selves. To that extent, it is building self-reliance in the 
individual, a characteristic basic to the free American 
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Insurance Men Favor Ike’s 


Plan for Health Study Unit 


WASHINGTON—Insurance __repre- 
sentatives look with favor upon a re- 
port that Gen. Eisenhower has in mind 
creation of a committee or commission 
to study the whole problem of welfare, 
social security and federal aid to the 
states for programs in such fields as 
health, disability benefits, unemploy- 
ment compensation, and others. 

Senator Taft has suggested a study 
of federal aid problems. Programs in 
this field have expanded into the mul- 
ti-millions and many bills have been 
introduced, and others are expected to 
be introduced, to extend such opera- 
tions. 

The reported Eisenhower plan would 
involve a study, it is believed, of a 
Hoover commission-type into the field 
indicated above. 

Insurance observers believe it would 
at least call a halt upon further propo- 
sals for federal excursions into the 
field, also socialized medicine, for a 


year or so, and assure careful con- 
sideration of them. 

It is believed, however, it would be 
very difficult to detrain legislation 
cutting off federal aid programs in 
general, which have become en- 
trenched over the years. 

The Senate finance committee has 
authority to study social security prob- 
lems with a view to possibly putting 
the OASI and old-age public assistance 
program on a pay-as-you-go basis. 

The U. S. Chamber of Commerce has 
recently called for a referendum on 
this issue, coupled with a proposal to 
place all aged workers and recipients 
of old-age benefits under OASI. 





Chicago A.&H. Group Plans 


Big Party for 100 Orphans 


Chicago A. & H. Assn. on Dec. 16 
will conduct its annual party for Chi- 
cago orphans. The A. & H. people will 
entertain 100 orphans ages 6 to 12 from 
the Central Baptist Children’s Home 








Mit Ce 






Fy 


yi 


BULL LE LL bod 


TEN 


Mutuct 





ST TTT TT REET nT 


Dy 


SC 1h rere 


complete personal protection plans ARE specific — more 
specific; in sales appeal and in coverage. One reason— 
they include ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 
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THE PHILADELPHIA LIFE INSURANCE COMPANY 
is pleased to announce the appointment of 
JACK WARDLAW 
as Regional Director in the State of North Carolina. 


This appointment means that Mr. Wardlaw will further develop 
the State of North Carolina through the appointment of General 
Agents. Mr. Wardlaw started his career with the Philadelphia Life 
as a General Agent in 1947, and during that year qualified for 
the Million Dollar Round Table. This year will mark his sixth con- 
secutive year as a member of this distinguished group. A resident 
of Raleigh, Mr. Wardlaw is very active in local and national organizations. He is also the 
author of the current best seller “Top Secrets of Successful Selling—Thought Plus Action.’ 


example of the opportunity 


eee Lire 
INSURANCE COMPANY . pnmaneipnia, pa. 


WILLIAM ELLIOTT, President 
JOSEPH E. BOETTNER, CLU, Vice-President and Superintendent of Agencies 





Doorway to 
Protection 








and Angel Guardian Orphanage. 

The children will assemble at the La 
Salle hotel for a turkey dinner, and 
then there will be movies, group sing- 
ing, a clown act and other entertain- 
ment. Every child will be given two 
gifts along with candy, cookies and 
other goodies. These will be distributed 
by a prominent Chicago insurance man 
who will be dressed as Santa Claus. 

John Campbell, Provident Life & Ac- 
cident, is in charge of arrangements for 
the party. 


450 at Los Angeles Sales 
Congress of A. & H. Club 


The sales congress sponsored by A. & 
H. Managers Club of Los Angeles last 
week had a registered attendance of 
450 to hear nationally known speakers 
present selling ideas. 

Raymond R. Ross, director of agen- 
cies of Equitable Life & Casualty of 
Salt Lake City, opened the program 
with a talk on “Our Challenge.” Citing 
tie historical background of free enter. 
prise, he asserted that regimentation is 
at work in the United States and that 
the agent must do his part to stop the 
trend. 

Most salesmen get by on practically 
a minimum potential capacity, he said, 
mentioning a survey which showed 
that the average man uses only 25% of 
his natural efficiency in earning a 
living. Almost any A. & H. salesman 
who has demonstrated that he has apti- 
tude can increase his earnings if he is 
determined to do so, Mr. Ross said. 

John Langstein, leading producer of 
Washington National at San Francisco, 
spoke on “Enthusiasm in Selling.” He 
said that a man will buy when his en- 
thusiasm is at a peak and that it is the 
agent’s enthusiasm that causes him to 
buy. Men are seeking security of mind, 
and he said the agent should bring that 
security to the prospect with enthusi- 
asm, which is needed if the prospect is 
to be induced to buy. 

William Coursey, managing director 
of the International association, sum- 
marized some of the ideas in the book 
“Successful Ideas in Selling” that the 
association has put out. C. C. Mullen of 
Los Angeles closed the program with 
his talk on “Have You Sales Person- 
ality?” 





Refuses Review of Newspaper 


Accident Policy Case in Ohio 

Ohio supreme court, in refusing to 
admit a Cincinnati case for review, 
held in effect that irregular payment 
of premiums on accident insurance 
policies held by newspaper subscribers 
would not invalidate the policies. 

The action was instituted by Claude 
Martin against the National Casualty 
as underwriters for insurance offered 
to subscribers of the Cincinnati En- 
quirer. Martin held a $1,500 policy on 
his wife, who was killed Oct. 6, 1950. 
Collections of the premium were made 
at the same time as Martin paid on 
his subscription, but were irregular. 
Shortly before his wife’s death, Martin 
paid up an arrearage in premiums due, 
and the Hamilton county common 
pleas court, in awarding a $1,725 ver- 
dict, held that any cancellation of such 
insurance can only be by written no- 
tice. The appeals court affirmed this 
position. 


New Tex. A.&H. Local 


San Angelo (Tex.) Assn. of A. & H. 
Underwriters has been organized with 
an initial membership of 20. Officers 
elected to serve until April 1 are: Pres- 
ident, Paul Mann, Great National Life; 
vice-president, Earl Hite; secretary- 
treasurer, William Lane. 

Assisting in the organization meeting 
was R. L. McMillon, Business Men’s 
Assurance, Abilene, a member of the 
executive committee of Texas Associa- 
tion. 


“Existing Plans” About Gone 


in N. J.; Private Plans Grow 


Last of New Jersey’s disability in- 
surance “existing plans” will expire 
Dec. 15, assuring all of the 1,900,000 
covered workers in the state of at least 
the weekly benefit amounts provided 
in the law for sickness or disability not 
compensable under workmen’s com. 
pensation. 

An administrative thorn, since many 
of the “existing plans” paid below the 
state’s minimum and caused misunder. 
standing among workers, legality of 
this type of coverage was established 
in the New Jersey temporary disability 
benefits law. It provided that any em- 


WANT ADS 


Rates $13 per inch per insertion—I| inch mini- 
mum. Limit—40 words per inch. Deadline Tues. 
day morning in Chicago office—I75 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 




















Progressive Insurance Company writing 
all modern up to date forms of Life, 
Annuity, Health, Accident and Sub- 
tandard | Interested negotiat- 
ing for manager of any State, Territory 
or Nation that we are not operating in 
at present. Will give financial assistance 
for developing territory. Write or wire 
A. M. Miller, President. 





North America Insurance Company 
1800 Block Southmore Boulevard 
Cable Address: NAMCO 
Houston 4, Texas 














WANTED IN HAWAII 
LIFE INSURANCE MANAGER 


By well established General Agency in Hono- 
lulu representing one of the very best Par- 
ticipating Life Insurance Companies. This is 
an excellent opportunity. The possibilities are 
unlimited as we have good sales nucleus and 
Trust Company connection. We want to ex- 
pand and need a leader to work with present 
force and also train new personnel. Please 
outline experience, age and salary expected. 
Replies strictly confidential. 
P.O. Box 3050, Honolulu 2, Hawaii. 








CHIEF UNDERWRITER! Assume duties 
of the underwriting of Hospitalization 
and Life Insurance. This position re- 
quires administrative ability as well 
as experience. Old Line Legal Reserve 
Life Insurance Company located in 
Texas and operating in southern states 
only. Wonderful opportunity for right 
man. Salary depending upon your 
ability. Write direct — Old National 
Insurance Company, Home Office: 
2505 Travis Street, Houston, Texas. 











HOME OFFICE AGENCY MAN 


Fine opportunity for right man who has dem- 
onstrated ability to recruit and train able men 
for an aggressive agency force. This is a perm- 
anent position for one who is interested in 
developing and growing with a young middle 
west company writing both life and health and 
accident and which has already $25,000,000 
in force. Company will offer full cooperation 
to man finally selected who must have broad 
appreciation of both Home Office and Agency 
point of view. Communicate with Box P-27, 
The National Underwriter Company, 175 W. 
Jackson Blvd., Chicago 4, Illinois, stating qual- 
ifications and salary expected. 
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ployer’s plan for the payment of dis- 
ability benefits to workers in effect 
when the law was passed in 1948 was 
to be considered an “approved”? private 
plan, without regard to the benefits 
payable, until the earliest date upon 
which the employer had the right to 
change or discontinue the plan. 

In 1949, 27,000 workers were covered 
by such plans. However, their number 
has steadily decreased as policies ex- 
pired or were cancelled. Employers 
have replaced them with various types 
of private plans or with state plan cov- 
erage. 

Approximately 17,700 employers are 
now providing disability insurance for 
workers through private plans, an in- 
crease of about 4,350 over the 13,350 
in effect early in 1949 when benefits 
were first payable under the disability 
insurance law. The number of workers 
covered by private plans has increased 
from 787,000 to 979,400. 

Of the private plans now in effect, 
16,378 have been underwritten by pri- 
vate insurers while in 1949 this type 
of private plan numbered approxi- 
mately 14,000. In addition, 1,178 em- 
ployers were providing disability in- 
surance through agreements with labor 
organizations while 156 were self-in- 


sured. 

About 900,000 workers are under the 
state plan, whose fund showed a bal- 
ance of $87,933,976 Sept. 30. 





Warns on Non-Can Ads 


Commissioner Nelson of Minnesota 
has notified A. & H. writing companies 
that he will withdraw approval of their 
policy forms if in brochures, letters or 
other advertising material they de- 
scribe coverage as “non-cancellable”, 
“not cancellable,” or “guaranteed re- 
newable” if this is not actually the case. 
He notes that in group insurance the 
fact that individual coverage cannot be 
cancelled by the company does not 
make the policies non-cancellable or 
guaranteed renewable because the in- 
surer can cancel the entire group. 


CHANGES 


Allen Named in Cleveland 


For New England Mutual 


New England Mutual i 
named Alva Z. Al- = hes 
len district group 
manager at Cleve- 
land. He had been 
group manager 
there for North- 
western National 
Life since 1948. 

Mr. Allen en- 
tered the business 
with Connecticut 
General Life in 
1944, and became 
group representa- 
tive at Minneapo- 
lis the following 
year. He is a grad- 
uate of Dartmouth 
college. 











Alva Z. Allen 





Douglas to Republic Natl. 

«a LeRoy M. Doug- 
— J las has been ap- 
pointed manager 
ee at Rockford, IIl., 
ie = by Republic Na- 
tional Life. He re- 
cently completed a 
special training 
school for manag- 
ers at the home of- 
fice. Mr. Douglas 
has been in the 
business at Rock- 
ford for several 
years, 
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L. M. Douglas 





Penn Mutual Names Branch, 


Shank at Montgomery: Two 
Others at Billings, Mobile 


Penn Mutual Life has appointed 
William T. Branch and Felix W. Shank 
associate managers at Montgomery, 
Ala. The new agency will replace the 
E. G. Branch general agency there 
since 1902. E. G. Branch, father of 
William T., will return to personal 
production. 





W. T. Branch 


The company has also appointed 
James F. Roberts general agent at 
Billings, Mont. He succeeds his father, 
James E., general agent since 1929, 
who also returns to personal produc- 
tion. 

At the same time, Henry K. Toenes 
becomes general agent for the new 
Mobile (Ala.) agency. Mr. Toenes has 
been with the company since 1928. He 
is past president Mobile Assn. of Life 
Underwriters, a graduate of Univer- 
sity of Alabama, and a veteran. 


F. W. Shank 





H. K. Toenes J. F. Roberts 


William T. Branch entered the bus- 
iness with his father’s agency in 1936. 
He is also a graduate of University of 
Alabama. Mr. Shank has been with the 
company since 1927. Both are past 
presidents Mobile Assn. of Life Under- 
writers. 

Mr. Roberts joined the company as 
assistant general agent at Billings last 
April. He is a graduate of Montana 
University, and a veteran. 





Coffin Named Supervisor 


C. Carlton Coffin, Jr., has been ap- 
pointed supervisor of Connecticut Mu- 
tual’s Paul L. Guibord agency in New 
York City. 

Mr. Coffin joined the agency in 1951 
after 14% years in the advanced sales 
department of the home office. A 
naval pilot in World War II, he is 
married to Jane Coffin, daughter of 
Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual. 


Charles Named Associate 


Home Life of New York has appoint- 
ed Edwin M. Charles associate mana- 
ger for the Oshin agency at New York 
City. He was formerly assistant man- 
ager of agencies at the home office. 

Mr. Charles entered the business 
with the agency in 1946, and became 
assistant manager in 1948. He has been 
at the home office since last year. He 
is an army veteran. 





Masters Joins Southern Life 

W. E. Masters has become agency 
director for Southern Life of Houston. 
Mr. Masters has been in the insurance 
business for 12 years. His last position, 
was agency director for Trinity Life 
& Accident. 





Holcomb Named Manager at 


Dallas for Life of Virginia 


Life of Virginia has named Herbert 
M. Holcomb manager at Dallas. He 
had been with 
United Fidelity 


Life there since 
1946. 
Except for a 


brief identification 
with the oil indus- 
try, Mr. Holcomb 
has been in the 
life business more 
than 25 years, nine 
of them as a man- 
ager. 

He is past pres- 
ident of Dallas 
Assn. of Life Un- 
derwriters, and a 
consistant National 
winner. 


H. M. Holcomb 
Quality . Award 





Great-West Names Jones, Gelinas 

Great-West Life has appointed R. G. 
Jones supervisor at Toronto, and 
named Clement Gelinas supervisor at 
Montreal. 

Mr. Jones has been with the com- 
pany since 1950. Mr. Gelinas has been 
in the business since 1944. 





Shelp, Slimp New St. Louis 
Chiefs for Pan-American 


Edwin G. Shelp and William E. 
Slimp have been appointed general 
agents for Pan-American Life at St. 
Louis. 

Mr. Shelp and Mr. Slimp both start- 
ed in life insurance with Mutual Sav- 
ings Life at St. Louis. In 1946 they 
formed the partnership of Shelp & 
Slimp and were district managers for 
Franklin Life for six years. They both 
qualified for the Franklin’s “60 
Club”, membership in which requires 
submission of an application a day for 
60 days. In addition, they have written 
an application a week since starting 
in business. 





Kravit to Prudence Post 


Prudence Life, Chicago, has been li- 
censed in Indiana, and H. J. Kravit 
has been appointed state manager. 

Mr. Kravit was formerly a partner 
in a general agency representing 
Franklin Life, La Salle Casualty Co., 
and George Rogers Clark Mutual, 
is an air force veteran. For eight years 
he has been building agency organiza- 
tions in Illinois and in several other 
states. 
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has become recognized throughout the 
industry as a notably effective visual 
programming service. It has earned the 
Award of Excellence of the Life Adver- 
tisers Association and the praise of 
fieldmen of other companies. 
important, it has greatly increased the 
average size policy and substantially 
enhanced the personal income of each 
field associate using it. 


More 


KEYED FoR 
CAREER LIFE 
UNDERWRITERS 
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EQUITABLE LIFE INSURANCE COMPANY 
of IOWA 


Founded in 1867 in Des Moines 
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PILOT LIFE SALUTES: 





’ Field Advisory Committee 


This year W. H. Marsh, Dick Harris, Jr., W. Roy Parsons, 
P. B. Huntley and Reginald Poe of the Pilot field force help 
top management as the Pilot Field Advisory Committee. 
This group provides closer control between field and home 
office, presents field-originated ideas, and creates in the 
field a mechanism for better understanding, unity of pur- 
pose, and a real sense of being a part of management. 


\ PILOT TO PROTECTION SINCE 1903 
GREENSBORO, N. C. 





0. F. STAFFORD, President 








*MINNESOTA *SOUTH DAKOTA *WASHINGTON 
*NORTH DAKOTA *IDAHO *MONTANA 


*OREGON 


SEASON’S GREETINGS: 


The officers, home office staff and field 
force of the Provident Life Insurance Com- 
pany extend cordial greetings and best 
wishes of the holiday season to all our 


friends in the life insurance business. 


May we always remain your vigorous 


competitors, and your staunch friends. 


The PROVIDENT 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 


JOSEPH DICKMAN, Vice President 


Life - Accident - Health - Hospitalization - Annuities 


*“The Provident States"’ 

















Sales Ideas That Work] 





Tells How A. & H. Helps Life Agents to 
Make Sales in Estate-Planning Cases 


Accident and health insurance is a 
definite help in selling life insurance 
in estate planning cases, according to 
R. B. Thompson, director of sales devel- 
opment of Mutual Life. In an article 
in the November issue of Mutual Life’s 
“Points”, Mr. Thompson says a man 
with income-producing property feels 
secure, for he knows that even if he 
can’t work he has this income to fall 
back on. It is natural, then, for him to 
be reluctant if asked to use this capital 
to pay life insurance premiums. How- 
ever, tax-free A. & H. disability income 
may give him the necessary peace of 
mind to be able to part with this capi- 


tal. 

“A sale of $400 a month of disability 
income may be the key to the sale of a 
big policy on the life of a child or 
grandchild”, he points out, for this 
monthly amount of tax free A. & H. 
disability income is equivalent to 3% 
interest on $320,000 of capital. 

The article also illustrates a simple 
method of selling an A. & H. policy as 
a form of key man insurance: The em- 
ployer pays all the premiums, the em- 
ploye is the beneficiary of all living 
benefits, and the payment for acciden- 
tal death, for example, goes to the 
corporation. This combination proves 
beneficial to both empleyer and em- 
ploye, for (1) the employe receives the 
living benefits of the policy, and his 
only cost is that of the income tax on 
the premiums paid by the employer; 
(2) the corporation can deduct the 
premiums paid for the employe’s ben- 
efits as a business expense, and (3) the 
tax treatment of the accidental death 
benefits paid to the corporation is 
exactly the same as in the case of key- 
man insurance. Mr. Thompson offers 
this word of caution: The premiums 
paid for the employe constitute ad- 
ditional compensation, and so are sub- 
ject to salary stabilization regulations. 
The point he emphasizes is that once 
a corporation has purchased key-man 
accident insurance, it is highly vulner- 
able to a good life insurance sales talk, 
for accident insurance does not cover 
all the ways in which a key-man may 
die. 

The article notes that the field of 











Harry J. Stewart (right), president 
of West Coast Life, presents to Leo 
Nordquist, assistant actuary and as- 
sistant secretary, his certificate of fel- 
lowship in the Society of Actuaries. 
Mr. Stewart and other officers were 
— at a luncheon in Mr. Nordquist’s 

onor. 


employe benefit plans is another area 
in which A. & H. insurance can help to 
sell life insurance, since there is an op- 
portunity to make many employe ben- 
efit sales among small companies 
which will be improved by including 
A. & H. with life insurance. The article 
strongly recommends that the pre- 
sentation be made on the basis of ac- 
cident coverage only, since the under- 
writing of accident insurance is much 
less rigid than that of sickness; the 
premium rates are lower; and, accident 
benefits are available at much higher 
ages than those of sickness insurance, 
“Finally”, Mr. Thompson says, “there 
is convincing evidence that accident 
insurance generally has a stronger ap- 
peal than does sickness insurance.” 
Mr. Thompson suggests that better 
service to clients and greater compen- 
sation to agents could be achieved 
through asking every prospect to buy 
A. & H. as a regular procedure. Once 
the prospect has bought accident and 
sickness insurance he becomes the 
salesman’s policyholder, and a bor.d of 
confidence has been established which 
will enable the agent to close an even 
higher number of his life cases. 


Life Agents Make 
Good Use of Birth 


Lists in Soliciting 


NEW YORK—Quite a few life agents 
make good use of birth lists and many 
more could use them to advantage, 
particularly in view of the increasing 
appeal of juvenile insurance, according 
to the William F. Rupert listing or- 
ganization of New York City. A special 
value of birth lists is that there is a 
new crop of listings each month. 

The Rupert organization, which is 
exclusively a compiler of birth lists, 
tabulates about 225,000 a month, which 
represents about half the actual births. 
Restrictions by health departments in 
some areas on making birth lists avail- 
able makes it impossible to supply 
complete nation-wide coverage. 

The lists are valuable as leads not 
only to sales of juvenile insurance but 
to sale of insurance on fathers who 
need additional protection. 








Joseph F. Dwyer agency of Columbus 
Mutual Life at Toledo, O., has moved to 
new and larger quarters in the Man- 
hattan building there. 





Harold M. Stewart, executive vice- 
president of Prudential, trustee of Amer- 
ican College of Life Underwriters, pre- 
sented 20 designations and led the 
charge at a meeting of the Newark 
C.L.U. chapter. 





Harry <A. DeButts, president of 
Southern Railway System, has 
elected a director of Equitable Society. 








MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 


Management Consultants 
To Insurance Companies 
Established 1945 
P. O. Box 101 Queens Village, N. Y. 








Phone — Hollis 4-0942 
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Prudential Advances 
Dewis, Kirkland 


Prudential has promoted Dr. Edwin 
G. Dewis, medcial director, to the new 
office of chief 
medical director. 
He will be suc- 
ceeded by Dr. Har- 
ry B. Kirkland, 
former associate 
medical director. 

Dr. Kirkland 
joined the com- 
pany in 1934 fol- 
lowing graduation 
from Cornell Uni- 
versity and study 
at Frankfort-am- 
Main, Germany. 
He is a recognized 
authority on car- 
dio-vascular diseases. 

In 1941, he joined the staff of Amer- 
ican hospital in England, and the fol- 
lowing year, went with the army med- 
ical corps. He returned to the com- 
pany in 1945. 


Teachers Makes Several 


Home Office Promotions 


Teachers Insurance and Annuity has 
advanced Hubert C. Williams from as- 
sistant secretary to associate secretary, 
Miss Ida Cepicka from security analyst 
to assistant treasurer, and Mrs. Jean 
M. Shirley from settlement counselor 
to assistant secretary. Albert Bernardi 
and Henry Dart have been named ad- 
ministrative assistants with the titles 
of settlement supervisor and mortgage 
accountant respectively. 

Mr. Williams has been with teachers 
since 1926. Miss Cepicka joined the in- 
vestment department in 1931. Mrs. 
— joined the actuarial staff in 
1921. 








Dr. E. G. Dewis 








Swikart Is Travel Manager 


Prudential has appointed Harry H. 
Swikart manager of travel and con- 
ference operations, succeeding Fred H. 
Yeomans, who retires after 49 years 
with the company. Mr. Yeomans had 
been travel manager since 1927. Mr. 
Swikart has been with the company 
since 1922. 





Prudential Appoints Green 
Prudential has appointed Victor C. 
Green regional supervisor of field 











Back of the Name 
Lutheran Brotherhood 


%& STANDS 


the John Lienemann 
Agency of Beatrice, Ne- 
braska, occupying first 
place with $1,915,960 in 
paid-for insurance for the 
rst nine months of 
1952. Under the pro- 
gressive and experienced 
guidance of such out- 
standing General Agents 
and Field Supervisors, 
unlimited opportuni- 
ties are afforded the 
Career Life Insurance 
Representative. Liberal first-year commis- 
sions, vested renewals, ee incentives for 





John Lienemann 





quality and as well 
° an attractive retirement Program are open 
Investi- 





pi ‘the dae today! 


*244,330 members, insured for $403,279,783. 
Lutheran Brotherhood enjoys a record of 
thirty-four years of continuous growth! 








This Is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
088 Second Ave. So., Minneapolis 2, Minnesota 








service at Los Angeles. He was for- 
merly service manager there. He has 
been with the company since 1929. 


Dornbirer Heads Department 
at Ohio National Life 


B. W. Dornbirer, formerly assistant 
to George Hil, 
manager of Ohio 
division of Ohio 
National Life, is 
now manager of 
agents’ training 
in the home of- 
fice. This is a 
new department. 
Mr. Dornbirer 
has progressed 
from agent to 
general agent to 
assistant division 
manager, as well 
as having earned 
his master’s de- 
gree in education at Ohio State Uni- 
versity, and his CLU designation. 








B. W. Dornbirer 


Washington Nat'l. Names Conner 


Washington National has appointed 
R. Dennis Conner agency supervisor 
at the home office. He had been gen- 
eral agent at Davenport, Ia., since join- 
ing the company in 1949 

He was formerly assistant manager 
there for Mutual Life. Mr. Holcomb 
entered the business with that com- 
pany in 1947. He is past vice-president 
of Davenport managers. 








Jefferson Standard Revises 


Policies, Hikes Commissions 


Jefferson Standard Life has _ in- 
creased first year commissions and has 
raised agent death and retirement ben- 
efits. In addition, new policies have 
been introduced and certain changes 
effected. 

Except for some term policies, com- 
missions are boosted 5% where assured 
is a civilian and the amount is $5,000 
or more and where premiums are pay- 
able for over 10 years. 

A new death benefit sehedule, based 
on the agent’s production, will be ef- 
fective Jan. 1, at which time a new 
vesting provision will be added to the 
increased retirement benefits. The vest- 
ed interest increases with each addi- 
tional year of service. 

Being introduced is a new juvenile 
line, with full benefit at age one. Juve- 
nile endowments are now available on 
both non-participating and participat- 
ing plans. Also, whole life contracts 
are being issued down to age five, 
participating and _ non-participating, 
and double indemnity benefits are be- 
ing made available on paid-up policies 
upon payment of a single premium. 

Starting with 1953, only the first an- 
nual dividend will be contingent on 
payment of the next annual premium. 


Bradford Succeeds Gauthier 


Theodore J. Gauthier has retired as 
manager of the address service depart- 
ment of Massachusetts Mutual Life 
— Bradford W. Stannard succeeds 

im. 

Mr. Gauthier joined the company in 
1909. He was made assistant manager 
of the premium accounting department 
in 1931 and in 1947 was made manager 
of the address service department. He 
is a veteran of the first world war. 

Mr. Stannard has been with Massa- 
chusetts Mutual since 1924, with the 
exception of a two year period of 
army service. He is a Life Office Man- 
agement Assn. graduate. 








Southwest Actuaries Elect Strong 
Actuaries Club of the Southwest, at 
the annual meeting at Fort Worth, 
elected H. Raymond Strong, vice-pres- 
ident of Combined American of Dallas, 
president; Thomas M. Mott, vice-pres- 
ident of Republic National Life, vice- 
president, and V. W. Pfeiffer of Amer- 
ican National, secretary-treasurer. 


COMPANIES 


P. M. to Send Premium 


Notices from Home Office 


Pacific Mutual Life policyholders 
will receive premium notices direct 
from the home office, commencing 
with payments due in January. 

A new machine manufactured by 
Inserting & Mailing Co., Phillipsburg, 
N. J., at the rate of 80 per minute 
automatically inserts as many as six 
enclosures in the premium notice en- 
velope, seals the flap and stacks the 
finished job ready for the mail sack. 

The inserting and mailing of the 
more than 40,000 premium notices sent 
out by Pacific Mutual each month can 
now be completed in one working day. 
The machine, controlled by a single 
operator, is so accurate that it will 
stop to reject double or non-fitting en- 
closures. Furthermore, each month’s 
premium notices can be prepared much 
closer to the payment due date than 
formerly when they had to go to the 
agency offices for mailing. This per- 





mits the notices to reflect last-minute 
changes in policy status or address, 
improving service to policyholders. 
Among other advantages will be 
elimination of extensive clerical rou- 
tine in agency offices. There will be no 
lessening of agency-contact as far as 
the policyholder is concerned, how- 
ever, since his premium will be mailed 
to the general agericy in a return en- 
velope enclosed with the due notice. 


No Provident Mutual Shift 


Provident Mutual Life has announced 
that the present policyholder dividend 
scale will be continued for 1933. 








2 New Conference Members 


Wabash Life of Indianapolis and 
Alliance Nationale of Montreal have 
joined Health & Accident Underwriters 
Conference, bringing membership to 
186 companies. 





Sun, Canada, to Pay Extra 


Sun Life of Canada will pay a 50- 
cent extra dividend Jan. 1 to stock of 
record Dec. 16. 








DOUBLE 
PROTECTION 





when 
the Need 
is 


Greatest 


The Manufacturers Life’s ‘Double Protection to age 65” Plan 
is an ideal plan for the young family man during the years when his 
Life Insurance protection needs are at a maximum. 


% Minimum Policy gives $5,000 initial protection to age 65; 


$2,500 protection thereafter. 


%+ Level premium—substantially less than for $5,000 Whole Life. 


% Non-participating 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 
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V Complete- 


personal insurance service! 













IV] Life 
[V] Health 

lv] Accident 
Vv) Hospitalization 


lV] Group 
lV] Salary Savings 
lV) Franchise 
V] Wholesale 
[Y] Medical and Surgical V] Broker age 


Reimbursement |Y] Reinsuran 
ce 


Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 
Life insurance in force exceeds $400,000,000.00 
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NEWS OF LIFE ASSOCIATIONS 





Engelsman Sales Schools 


at Western Associations 


Under the auspices of life under- 
writer associations of Denver, Seattle, 
Portland, San Francisco and Los An- 
geles, Ralph G. Engelsman conducted 
a series of one-man, one-day sales 
seminars covering the basic elements 
of salesmanship. Mr. Englesman re- 
cently resigned as New York City gen- 
eral agent for Penn Mutual Life but 
remains with the company as a person- 
al producer. 

“Making Money Now—Today” was 
the general title of the meetings, and 
the agenda covered a plan for the 
evaluation of premiums rather than 
volume in extensive groups and the 
work needed to reach the objectives. 
a discussion and presentation of a plan 
of continuous prospecting with an un- 
usual turn of ideas, a session devoted 
to the use of effective selling language, 
a discussion of how to get the order 
and prepays and placing of additional 
policies, and a period of personal pub- 
lic relations. Each of the seminar 
courses lasted five hours. Aggregate at- 
tendance totalled more than 1,500. 

A unique feature of the salesmanship 
courses, which were enthusiastically 
received both as to material and Mr. 
Engelsman’s method of presentation, 
was their comprehensiveness and the 
fact that the one speaker gave them in 
continuous session. 


Chattanooga, Tenn.—‘‘Prospecting’’ was the 
subject of a talk by Charles Barksdale, super- 
intendent of agencies for Protective Life. 


Beloit, Wis.—Paul Reynolds, Madison, execu- 
tive secretary of Wisconsin Taxpayers’ Alliance, 
spoke at a luncheon meeting of the Southern 
Wisconsin association on “The Wisconsin Legis- 
lature and the Insurance Department.” 


Endicott, N. ¥.—‘‘Selling Yourself’ was the 
subject of a talk by J. Bruce Buckler, co- 
ordinator of manager training at I.B.M. Corp. 


Steubenville, 0.—Bert Murphy, technical ad- 
viser for the Wood agency in Pittsburgh, con- 
ducted a questionnaire program on federal and 
state tax advantages of life insurance. 


Great Bend, Kan.—Walter Bowers of Yates 
Center, Kan., addressed the November meet- 
ing of Central Kansas association on ‘Estate 
Planning.” 


Pittsburgh—Eric G Johnson, vice-president of 
Colonial Life, will speak on ‘‘Operation 53” 
Dec. 11. 


Anderson, Ind.—Austin D. Rinne, Northwest- 
ern Mutual Life, spoke at the November meet- 
ing on the merits of setting underwriting goals 
and discussed the professional approach to 
estate planning and the role of the underwrit- 
er. Mr. Rinne, a graduate of the Purdue course, 
will qualify for the Million Dollar Round Table 
for the fourth time this year. 


Marion, Ind.—Warren E. Brougher, Indian- 
apolis Life, spoke. He has been a consistent 
leading producer and in 1951 qualified for the 
Million Dollar Round Table. 


Chanute, Kan.—Speaker at the Allen-Neosho 
meeting was Harry M. Hammer, general agent, 
Security Benefit Life. 


Austin, Tex.—The values of owning a life 
insurance policy and the benefits of a well- 
rounded life insurance program were de- 
scribed by Clarence Burnette, regional mana- 
ger for Franklin Life in central Texas. 


South Bend, Ind.—Factors for success are 
confidence in materials at hand and courage 
to follow through, William E, Long, district 
manager, Ohio National Life, declared. 


Philadelphia— Speaker at the Dec. 16 meet- 
ing will be David B. Fluegelman, Northwest- 
ern Mutual Life, New York City, president 
of N. A. L. U. 


Hutchinson, Kan.—Vaughn Kimball, New 
York Life, Dodge City, president of the state 
association, reported on its activities and gave 
a summary of the Atlantic City N. A. L. U. con- 
vention. Boys State Governor, J. Edward Hayes 
gave his ideas on how politics is actually 
played. He is the son of Keith Hayes, Mutual 
Life at Hutchison and past president of the 
state association. The association sponsored a 
luncheon meeting attneded by more than 100 
attorneys, trust officers, accountants and life 


agents. Walter A. Bowers, estate planner for 
Business Men’s Assurance at Wichita disc 

the possibility of organizing a series of lectures 
pertaining to estate problems. 


Pittsburgh—Severeal branch meetings will be 
held from Dec. 4 to Dec. 18. Speakers are aj 
from Pittsburgh. The Butler branch will hear 
Edward F. Haldeman, State Mutual Life, op 
“Will You Go Fishing Too?’ Richard pF. 
Metheny, agency supervisor Fidelity Mutua) 
Life, will query the Fayette county branch on 
“What’s In A Name?” John D. q 
branch manager Sun Life Assurance, is to 
speak on “Various Markets” before the Wash. 
ington branch. “Kash for You” will be given 
to the Beaver Valley branch by Quinter G, 
Colebank, staff manager Prudential. Anq 
Harris F. Hawkins will discuss “Power in 
Closing” before the New Castle branch, 


San Antonio, Tex.—J. L. Thorngren, Bank- 
ers Life of Iowa, as president headed the 
list of offieer nominees presented by the 
committee headed by Francis Sullivan, Amer- 
ican Hospital Life. Others slated are William 
L. Porte, Mutual Life, vice-president, ang 
Barney T. Matteson, State Mutual Life, sec. 
retary. The speaker, introduced by the retiring 
president, Earl Twyman, Aetna Life, was L 
Foster Barr, manager of the industrial and 
manufacturing department of San Antonio 
Chamber of Commerce. 


Portsmouth, N. H.—The part played by life 
insurance in funding business continuation 
agreements and providing liquidity in estates 
was pointed out by James A. Pierce, Dover 
attorney, at the November meeing of south- 
eastern New Hampshire association. In his 
address, “Wills and Their Relation to Insur- 
ance,” Mr. Pierce stressed the importance of 
making a will, and especially in the case of 
a business man, to guard against forced liqui- 
dation of a going business by the administra- 
tor, inequitable treatment of heirs under in- 
testacy laws, and lack of instructions from the 
deceased. 


Cincinnati—Participating in a prospecting 
panel were C. F. Hais, John Hancock, pro- 
fessional nests; R. C. Sanford, Phoenix Mu- 
tual, industrial nests; A. J. Wade, Lincoln 
National, business insurance prospects, and 
C. E. Davison, Mutual Benefit, endless chain. 
Glenn W. Isgrig, manager, Lincoln National, 
was leader. The same group will participate 
in the state association caravan Jan. 22 at 
Portmouth and Chillicothe and Jan. 23 at 
Lancaster and Hamilton. 


Gary, Ind.—Hastings A. Smith, Indianapolis 
general agent for New England Mutual Life 
and president of Indiana association, spoke 
before the Calumet association. 


N.Y. City CLUs to Discuss 
Pensions with Commerce Group 


The annual joint meeting of the New 
York City C.L.U. chapter with the 
Commerce and Industry Assn. Dec. 9 
will deal with pension planning. 

David Marks, Jr., general agent of 
New England Mutual in New York 
City, will speak on insured pensions. 
Profit-sharing retirement plans will 
be covered by George P. Jochum, as- 
sistant vice-president of United States 
Trust Co., New York City. 


New Form Cuts Billing Cost 


A new billing form for use on group 
cases covering 180 lives or less has 
been designed by the group account- 
ing department of Occidental Life of 
California. : 

To be run on IBM forms, the simpli- 
fied, highly flexible billing is readily 
adaptable for efficient use by policy- 
holders and the company alike. Name 
and insurance class of everyone COv- 
ered as of the policyholder’s last state- 
ment, together with an individual pre- 
mium for each employe are included 
on the new form. Employe addition 
and termination is shown, making pos- 
sible a complete visual picture which 
enables the policyholder easily to find 
the correct premium amount. 

The new form substantially reduces 
chance for clerical errors, along with 
eliminating several clerical operations. 





R. M. Huestis, assistant general man- 
ager of National Life of Canada, has 
been retired on pénsion after 45 years 
with the company, .. >... 
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GLENN TELLS TRADE ASSN. FUNCTION 


(CONTINUED FROM PAGE 5) 





moted and that the trade associations 
in cooperation with life underwriters 
are ever vigilant in attempting to keep 
the laws of the several states in all of 
these respects on a safe and sound 
~~ Glenn continued, saying in ad- 
dition to the tax and regulatory stat- 
utes of the several states that per- 
haps one of the most important state 
legislative developments from _ the 
viewpoint of the agent is the consid- 
eration which has been given to the 
revision of Section 213 of the New 
York insurance law. It is important, 
he declared, because, among other 
things, the section bears upon agents’ 
compensation and probably affects 
such compensation regardless of 
whether the company which the agent 
represents does business in New York. 
“Jt is unquestionably true,” he said, 
“that since 1948 more man hours of 
trade association committees have 
been occupied with the difficult task 
of revising this complex statute than 
in any other single phase of the busi- 
ness.” He referred to the failure of 
213 legislation to pass in 1952 and said 
it is hoped that the revised section 
may be introduced and passed in the 
1953 session of the New York legisla- 
ture. He held out no guarantee of 
success at this time, however, and 
warned that it is a misconception to 
feel a revised section will automatical- 
ly result in an increase in compensa- 
tion rates. Increases in the case of 
individual companies will depend on 
the situation of that company, he said. 
Mr. Glenn also discussed on the state 
level the increasing amount of consid- 
eration being given to compulsory dis- 
ability or cash sickness Jaws and said 
that a determined effort has been made 
to enact bills that put the state in the 
insurance business and to make a state 
agency the sole instrumentality for 
providing weekly indemnity benefits 
for non-occupational disability. He 
said that the task of defeating monopo- 
listic legislation, or, when defeat was 
not possible, guiding it along lines that 
permitted the utilization of private 
insurance, has required the coordi- 
nated efforts of many groups, includ- 
ing the insurance trade associations. 
At the federal level, Mr. Glenn 
said the problems in a general sense 
are of an economic rather than a regu- 
latory nature and they have an impor- 
tant bearing upon the value of life in- 
surance benefits and, undoubtedly, up- 
on the economic pattern of the future. 
He then discussed some of these pro- 
blems and their effect upon life insur- 
ance. 
Pointing out that federal income 
taxation of life insurance companies, 
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just as at the state level, has a signi- 
ficant bearing on the cost of insurance, 
Mr. Glenn gave the federal tax on the 
companies for 1951 as approximately 
$125 million, an amount almost equal 
to the premium tax levies of all the 
states combined. “This tax is one of 
the difficult problems facing the busi- 
ness today. It has been under study 
both by the business and the govern- 
ment for a long time,” he said. “Even 
today, we are operating under tem- 
porary stop-gap legistlation, which we 
hope to extend and place on a perma- 
nent basis”. 

Mr. Glenna also discussed the re- 
lation of federal income and estate 
taxes to policy benefits, saying it is 
important that the exemption of death 
benefits from income taxation be pre- 
served. He reminded his audience of 
the attempt in 1951 to subject to in- 
come taxation the interest element 
added to death proceeds when they are 
payable in instalments. This is not a 
dead issue by any means. The preser- 
vation of this exemption will require 
constant vigilance, he stated. 

Trade associations are also on rec- 
ord as favoring the repeal of the so- 
called premium payment tax so that 
life insurance, for estate tax purposes, 
will be placed on the same basis as 
other property, namely ownership at 
death. “We are likewise concerned with 
the inequities of the so-called 3% rule 
for the taxation of annuities,’ the 
speaker declared. 

e@ @ e 


Crediting the N. A. L. U. for prin- 
cipally sponsoring the extension of 
old age and survivors insurance to 
full-time life insurance salesmen in 
the 1950 social security amendments, 
Mr. Glenn said the other trade associa- 
tions also supported the long-needed 
change in the law. He also explained 
how its enactment still left unsettled 
the extension of the tax benefits af- 
forded by Section 165 of the code to 
agents pension plans. Company contri- 
butions were taxable in the year of 
vesting instead of being taxable as re- 
ceived after retirement. This difficulty 
was solved by the enactment in 1951 
of an amendment to the internal reve- 
nue code, which was strongly urged by 
the trade associations. 

As to broader federal problems not 
related specifically to the life insur- 
ance business but having an impor- 
tant relation to its welfare, Mr. Glenn 
went into some detail on the Kilday 
and the Reed-Keogh bills and the ef- 
forts of the trade associations to call 
certain of their defects to the attention 
of the sponsors. He also covered cer- 
tain aspects of additional types of so- 
cial security, such as proposed by the 
International Labor Organization and 
“vigorously urged in some quarters of 
the United States,” as ultimately cost- 
ing, if adopted, an estimated 30% of 
the U. S. payroll. 

“Yet benefits are so politically pop- 
ular, and ultimate costs so little recog- 
nized, that regardless of the party in 
power it is doubtful that anyone would 
be so politically bold as to attempt to 
turn back the clock on government 
social welfare programs,” he stated. 
“There is no quarrel with minimum 
social security programs, but our vig- 
ilance must be directed against ex- 
treme and unreasonable expansion. 
The trade associations have been ac- 
tive in opposing over-expansion of 
social security.” 

Mr. Glenn concluded that without 
the enthusiastic aid and cooperation 
of the field forces, it would be impos- 
sible to accomplish the job the trade 
associations attempt to do. It is their 
daily contact with the public and the 
splendid reputation they have built in 
their communities that “enables the 
life insurance business to enjoy the 
respect and understanding of the agen- 
cies of the government.” 


Stennes Has Own Office 


George V. Stennes, who has been as- 
sociate actuary of Minnesota Mutual 
Life for several years, has opened an 
office as consulting actuary at 810 
Northwestern Bank building, Minne- 
apolis. 


Goldsmith Again Leader 


Robert H. Goldsmith of Beverly 
Hills, Cal., again ranks No. 1 for the 
year for Connecticut Mutual Life. 
He moved to Beverly Hills late in 1951. 
Last April he received the home office 


Simpkin award as leading second year 
associate for 1951. 

Previously he was with the company 
at New York, where he was qualified 
as a life member of the Million Dollar 
Round Table every year since 1944. 





Leaves Metropolitan Post 


Robert C. Durham, who has been 
general supervisor of advertising serv- 
ices for Metropolitan Life, has gone 
with the Kenyon & Eckhardt advertis- © 
ing agency in New York City as as- 
sistant to the president. 










ALFRED J. ISAAC 
Spokane, Washington 


An Onli since 1946, Al Isaac, Dis- 
trict Manager for the Garrett 
Agency at Spokane, Washington, 
is typical of the many young men 
who have established themselves 
as successful life underwriters in 
the Ohio National field organiza- 
tion. Al has consistently qualified 
for membership in our top-rank- 
ing Honor Club and his persist- 
ency record is one of the best 
in the Company. 
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Sterling, Inc., furniture manufac- 
turer, has placed with Mutual Life a 
5% $1 million mortgage note due in 








1962. 
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DEATHS 


(CONTINUED FROM PAGE 9) 
Jan. 1. Mr. Allen’s associates in the ca- 
binet, among them Gov. Browning, and 
personnel of the insurance department 
served as honorary pallbearers at the 
funeral. 

A good friend of the governor since 
their college days at Cumberland Uni- 
versity, Mr. Allen served as state high- 
way commissioner under Gov. Brown- 
ing in 1937-39. Between his two terms in 
office he served both as city engineer 
and as city attorney of Newport. Later 
he organized and continued to head 
until his death the Newport Insurance 
& Investment Co. 

As commissioner, he raised the 
standard of solvency required of com- 
panies operating in Tennessee, fostered 
a new agents licensing law, and as- 
sisted in working out the financial re- 
sponsibility act. 


LEONARD L. BUNNEY, 37, who 
represented Hartford Accident and 
Midwest Life at Ogallala, Neb., was 
one of the eight fatalities in Nebraska 
from the blizzard of Nov. 25. His body 
was found a half mile from a ranch 
house. His car had been stalled five 
miles away in a canyon between Ogal- 
lala and Lewellen. 

CHARLES WACHTEL, 88, manager of the 
mortgage loan department of Western & 
Southern Life when he retired in 1937, and a 
widely known gymnast in his younger days, 
died at Cincinnati. He started with the com- 
pany in 1915. Mr. Wachtel’s brother, Albert, 
with whom he made his home, also was with 
Western & Southern. 

FRED WILLIAMS, 73, retired agent at 
Lincoln, Neb., and a past president of Lincoln 
Assn. of Life Underwriters, died at his home 
there. 


FRANK. D. WILLIAMS, 73, retired assistant 
general superintendent for Metropolitan Life, 
died at his home in Los Angeles. He was a 
native New Yorker but moved to Los Angeles 
on retiring. 

GEORGE V. NEFF, JR., 51, assistant district 
manager of Metropolitan Life at Paducah, Ky., 
died at Metropolis, Ill., following a short ill- 
ness. Mr. Neff started with the company as 
an agent in 1929 at Metropolis, becoming 
an agent in 1929 at Metropolis. 





Mutual Life Names Four 
as Regional Vice-Presidents 


(CONTINUED FROM PAGE 2) 
home office as superintendent of agen- 
cy development. 

Mr. McAfee has been manager at 
Columbia since 1948. His father, Stan- 
ley K. McAfee, Sr., is a veteran of 30 
years with Mutual Life and has been 
manager at Charlotte since 1929. A 
brother, Stanley K. McAfee, Jr., is 
manager of the company’s Shreveport 
agency. James McAfee, a veteran of 
the last war, joined the Columbia agen- 
cy in 1946, becoming an assistant man- 
ager in 1947. In 1948 he was promoted 
to the field training staff at New York 
City. 

Mr. Fulmer joined the company as 
an agent at Columbia, S.C., in 1946, 
after army service. He was named an 
assistant manager in 1948 and the fol- 
lowing year to the home office field 
training staff. 

Mr. Phelps has been in the business 
since 1930. Before joining Mutual Life 
as an administrative assistant in 1944, 
he was a consultant to Life Insurance 
Sales Research Bureau. In 1945 he was 
made director of training, and in 1951 
he was promoted to assistant superin- 
tendent of agencies. 

Mr. Granquist entered life insurance 
in 1923, joining Mutual Life in 1942 
as an agency assistant at the home of- 
fice. He was advanced to assistant 
superintendent of agencies in 1945. 


R. P. O'Connor Advanced 


Continental Assurance has promoted 
R. P. O’Connor to regional manager of 
the eastern group department at New 
York City. He joined the home office 
group department in 1944 after at- 
tending University of Illinois. He be- 
came manager of eastern group sales 
and service in 1949. 








Samuel Peterfreund, district manager 
for Metropolitan Life at Newark, retired 
recently after 42 years with the com- 
pany. 


OBSERVATIONS — 


(CONTINUED FROM PAGE 9) 
ministration, may have had little 
chance to absorb much technical infor- 
mation in regard to the problems which 
will confront her in that post, her 
newspaper experience should have 
given her more or less familiarity with 
the general situation, and it is felt that 
she will at least have no predilections 
in favor of the policies so aggressively 
promoted by her predecessor. She js 
taking on very heavy responsibilities, 
in undoubtedly the most important 
post in the government ever held by a 
woman outside of the cabinet. 

One thing very certain is that there 
will be no grief among insurance men 
over the passing from the scene of 
Oscar R. Ewing, who is now on a world 
tour at taxpayer expense. While there 
may be bills introduced in Congress 
smacking very strongly of the “welfare 
state” ideas which Ewing has advo- 
cated, they are not likely to have ad- 
ministration support and should fing 
tough going in the new Congress, 
There is quite likely to be some furth- 
er liberalization of the social security 
law along certain lines but it is highly 
unlikely that there will be any inclusion 
of comprehensive disability coverages 
or similar features that have been so 
strongly opposed by the medical pro- 
fession as well as insurance people, 














Fort Wayne C.L.U. Elects 


The Fort Wayne (Ind.) C.L.U. chap- 
ter has elected as president Allan K. 
Shackleton, Lincoln National Life; 
vice-president, George Carey, North- 
western Mutual Life, and secretary, 
Bernard Niezer, O’Rourke & Co. 





Paid production for Northwestern 
Mutual Life through the first 10 
months totaled $402,853,000, a 16% in- 
crease over the first 10 months of last 
year, and a company record for the 
period. October business amounted to 
$38,805,000, a 15% gain over October 
of last year. 
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Shown at the meeting of the program 
committee of Million Dollar Round 
Table held at New York City to plan 
next year’s gathering at White Sulphur 
Springs, W. Va., June 29-July 2. Mem- 
bers of the executive committee and 
nominating committee were also on 
hand. 

Seated, from the left: Edward J. 








Mintz, New York Life; Robert U. Red- 
path, Jr., Connecticut Mutual; Royall 
R. Brown, Northwestern Mutual; Rob- 
ert B. Pitcher, John Hancock; Alfred 
J. Lewallen, Mutual Benefit; William 
T. Earls, Mutual Benefit, M.D.R.T. 
chairman; G. Nolan Bearden, New 
England Mutual; T. James Brownlee, 
Equitable Society; David Marks, Jr., 


ay: 


New England Mutual. 

Standing: Arthur F. Priebe, Penn 
Mutual; George B. Byrnes, Equitable 
Society; Harry R. Schultz, Mutual Life; 
Walter N. Hiller, Penn Mutual, im- 
mediate past chairman of M.D.R.T.; 
Sadler Hayes, Penn Mutual; Edward L. 
Allison, Northwestern Mutual; Clayton 
Mammel, Farmers & Bankers Life. 




















, Peace of 






I SELL 


By E.V. B. 
Equitable Representative 


Yes, there’s peace of mind in the 
Biggert home. And it’s nice to know 
that I was the man who put it there. 


1 SELL A LOT OF THINGS you can’t buy at any store. 


You might say I sell peace of mind. And I carry itinan 


; ; ; : LISTEN TO “THI BI”... official crime-pre- 
assortment of sizes and designs to suit every man in town. wn sere ee mere 


vention broadcasts trom the files of the Federal Bureau 

For instance — twenty years ago —I sold Harry of Investigation...another public-service contribution to 
Bartlett an independent old age. He hasn’t started using his community by The Equitable Society Representative. 
it yet, but as soon as he decides to retire, that monthly 
check will start coming in from the Equitable Society. 
His “Independent Sixties” policy takes care of that. 


EVERY FRIDAY NIGHT - ABC NETWORK 


And George Biggert is the proud possessor of a home 
that not even death can take away from his family. The 
“peace of mind” that I sold to George was called, “The 
Equitable Assured Home Ownership Plan”. George swears 
to this day, it’s the smartest investment he ever made! 


I’ve spent the best part of my life representing 
Equitable. And when I say “best part of my life’ —I mean 
just that. For what could be better than helping your 
friends lick their worries?...Helping them to face the THOMAS I. PARKINSON, President 
future with “hearts that know no fear?” 393 Seventh Avenue, New York I, N. Y. 


Yes, I’m a salesman —and the products I sell are fine 
° ° * ’ One of a series of advertisements illustrating how a 
ones. And, to me, the Equitable Society is the world’s representative of The Equitable Life Assurance So- 
finest manufacturer! ciety serves his community by selling life insurance. 

















The new Special Preferred has been unusually popu- 
larwith both the Field Man and the Preferred Buyer. 
Since its introduction, this new policy has accounted 
for 30% of total new business. 


in the quality tradition 


Designed for a quality clientele and a quality field 
organization, the Special Preferred is typical of the 
quality tradition which has characterized the Com- 
pany since its founding, and which has resulted in 
many original ideas for better service to clients. 
Best known of these is the original Family Income 
Policy introduced by Continental American in 1930. 


importance to field men 


The Special Preferred Policy illustrates the im- 
portance of this philosophy to the Field Man. The 
results are obvious. Quality life insurance plus a 
quality field organization produces a high quality 
body of satisfied policyowners. Satisfied policy- 
owners are pleased to increase their ownership of 
Continental American life insurance and to rec- 
ommend it to others—an important factor in 
enabling Field Representatives to become increas- 
ingly successful. 


RRED POLICY 








Wilmington, Delaware 


Unique Benefits of 
New Special 
Preferred Policy 


1. Whole life protection for face 
amount (minimum policy $10.000). 


2. Guaranteed extra protection of 
10% of face amount in first year con- 
tinuing into later years by use of 
unique dividend option. 


3. Fully paid-up at age 85. 


4, Accumulates full ordinary life 
cash values. 


5. Available with all supplemental 
benefits including family income pro- 


vision. 































